


Hunter Zephair Window Fan 


Installed in Window 





























Closeup of Fan 
Model B28 


Les RHEE 


The HUNTER ZEPHAIR window fan is 
the most modern, beautifully styled, 
portable home cooling fan ever pro- 
duced. The light ivory finish blends 
perfectly with new up-to-the-minute 
interior decorating. 


This quiet, two-speed, direct driven fan 
gives cooling breezes through your 
home, apartment, or office at minimum 
cost. 


HUNT rERIAN | 


pal Sales 0 














NATIONAL ELECTRIC 
ABC CABLE 


Premed" 


Gwes Vou 


Armored, Bonded and Bushed Cable 


In National Electric A. B.C. Cable 
(No. 14 and No. 12), there’s a 
double path to ground: 








The flat grounding strip provides 
a continuous low-resistance path. 


The armor itself with “‘bondhook”’ 
channel construction also as- 
sures a positive path to ground. 


there are “PLUS” values in National 
Slectric A.B. C. Cable too: 


‘Dilec Safecote’’ In- 
vlated Wires— 
Fiame retardant, 
moisture resistant, 
easy to strip. 


Anti- Short Bushing 

-Protects the wire 

om sharp armor 
-_ NATIONAL 


xibility without TT Tati] PLELLLL A 


erfering with 
sunding contact 
ween armor con- 
utions. 


DEQUATE 


wie me 
THE KEY TO ELECTRICAL Li¥! 





Buy National Electric A.B.C. Cable 
from your electrical wholesaler. 


National Electric Products Corporation 














Here’s how FLEUR-O-LIER 


fits into PLANNED LIGHTING 


FLEUR-O-LIER is a “natural” for this industry-wide program for 4 very sound reasons: 
1. It means fixtures that assure good lighting performance. 
2. It means trouble-free operation. 


3. Many manufacturers make FLEUR-O-LIER fixtures. 


4. Every FLEUR-O-LIER sold swells the fund to advertise and promote 
Better Lighting—which is another way of saying “Planned Lighting“’. 


To make sure that your customers get 
the lighting their plans call for, it 
pays to recommend FLEUR-O-LIER! 





FLEUR-O-LIER ce 


in accordance 
with Test 


Requirements of 
Specifications of 
Flewr-O-Lier Manufacturers eo 
WY To) Gael 114 SET Te 
Fleur-O-Lier is not the name of an individual manufacturer, but a group of 27 lead- NEW YORK, NY 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
gram is open fo any manufacturer who complies with FLEUR-O-LIER requirements. 


_—S——__/ 





ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., 
Subscription rates, United States and Possessions, $1.00 for one year; Canad 
Entered as second class matter at the postoffice, Marietta, Ga., under Act of March 3, 1 


U. 8S. A. 
nada and Foreign ate, See per year. 
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- SUPREME QUALITY 





For Industry, Offices and Homes 


























Cottongim’s Supreme Quality Direct Driven 
Vga model with an open motor, designed for use where 
eee ah ,, there is not an abundance of grease or dirt to be 
hoes drawn into the motor. 
“eee 
waeeee Cottongim’s Supreme Quality Silent Belt- 
ae Driven Attic-Basement Exhaust Fan. All welded 
’ frame, no metal to metal contact. Smooth, silent 
operating fans powered by Westinghouse or Gen- 
nyse @eral Electric motors equipped with new, patented 
vot uarlable-speed pulleys. Sizes 30, 36, 42, and 48 
er inches. 





4 Cottongim’s Supreme Quality Direct Driven Fan 
Act: combines every desirable feature to be had in an 
‘Belt- exhaust fan. Easily mounted vertically or horizon- 
mg tally, its completely enclosed motor assures smooth 
Base- performance in the presence of grease, dirt and 
: el dust. Motor and fan rubber-mounted on a sturdy, 
Fan. one piece steel frame with a heavy protective 


plated wire guard in the rear. 






Direct driven 
Fan, completely 
enclosed motor. 


Variable speed pulley on be 
provide for immediate adjustmen 
capacity of fan. 


CEN Shir Conditioning ‘fan Co., ne. 3 


1591-1623 DEKALB AVE., N. E. ATLANTA 6, GEORGIA 
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WATER HEATER 


YY 


You gain because Mertland makes automatic water 
heaters only. Our attention is not divided among several 
products. We live, eat, sleep and dream MERTLAND 
water heaters, All our experience is on water heaters. 


Our success depends on making the best and most 
economical water heater that can be made. Since we 


» Ve fi | 


make heaters only, we are more quickly aware of what 
you want and what your customers want. And we are 
geared to shape our production to your requirements. 

Check Mertland, feature by feature, point by point, 
quality against quality, dollar against dollar, and you'll 
agree that Mertland gives you most for your money. 


CHECK THESE MERTLAND FEATURES for quality, durability, convenience and economy 


JL APPROVED * Heavy gauge galvanized steel tank, hot dipped. Made and galvanized in Mertland's ultra-modern tonk and galvanizing plant * Fully 

1utomatic, adjustable, snap action temperature control * Chromalox quick heating immersion type heating unit * Working pressure guaranteed 150 Ibs. 

(Tested 300 Ibs.) * Protected from corrosion by Mertland Magnesium Anodic Rod (optional equipment) * Thick, blanket type Fiberglas insulation all around 

ank * Eights coats of white enamel baked on heavy steel jacket * Inlet baffle evenly distributes incoming water * Heavy gauge copper wiring * Internal 

heat trap prevents hot water circulation through house system except when drawn, Saves fuel * Wattages and voltages to your specifications. Can be fur- 
nished wired for limited demand * Black base conceals mop marks; flush to floor. 








“THESE SURE-FIRE SALES AIDS 


y 
alii a a cities Ui _citataiscgisaall 


It’s two-fisted selling time again os Gnd 
Electresteem leads the way with triple-action 
merchandising. That means faster sales, 
more sales, greater profit. No wonder Elec- 
tresteem Portable Electric Steam: Radiators 


are always first onthe “Best Seller” list! 


IT ADDS UP 10 THE Brageer Season 
IN Etectresteem DEALER HISTORY! 


Never before have Dealers been offered 
such a dramatic and effective sales-getting, 
merchandising device. Never before has 
Electresteem backed-up their Dealers with 
such a hard-hitting advertising campaign 
Every way you look at it... this is the sea 


This clever device encourages 

customers to check their homes son to smash all Electresteem sales’ records! 
and “sell” themselves the need i 
for Electresteem Radiators. It is : 
used successfully to qualify pros- 
pects by mail . . . to open doors 
for specialty salesmen .. . to 
clinch the sale every time it is 
demonstrated! 


| Glectresteem sn 


NATIONAL MAGAZINES 


"ea 3 is y. SO SAS Sa St You'll find half-page 
: ELECTRIC STEAM i) ‘hy ; ' ads in such publications 
ay 10h ee as American Home, Bet- 

RADIATORS 5 aged || j ; : ter Homes and Gardens, 

i 4 a House Beautiful, House 


AND GIVE: YOUR Bee, od a Ht Fy and Garden and Par- " HY 
bs Bhi’ Sess spel } j fran Rig Gai] STEAM HEAT prow 


ents... to uncover HHH Aw 
; } ALL 
hE ‘a Plug 


2 CUSTOMERS : = Ba Ht { Sed maximum sales in YOUR 


f 
| 


community! 





Write for name of your nearest jobber 


ELECTRIC STEAM RADIATOR CORP. 


PARIS, KENTUCKY 


IN CANADA: Electric Steam Radiator Company of Canada, Ltd., Windsor 
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SAN FRANCISCO 
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AND TAPE 


+++ The Peak of Quality / 
Dependable—} 


a 


DIEFLEX TUBING AND 
SLEEVING 
inst oil, grease. acid, me Raasy ++ Us Quatit 
t and abrasion. 


Y Protects Yo, / 
UsING ond StEtViNG 

DIEFLEX VARN. 
ade only from the Strongest 

ton — the j 


ISHED TUBING an 
ATED SLEEVING h 
finest Msulating the job "ight the first tim C 
ntific manufac. against failures and th of d 
nsure perfect uni: doing the job Over, 
uality, rs 
ne ¢ 
Send ~ one | 
copy 0 . | 
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HERE'S THE GENERAL 
MILLS “PRIZE PACKAGE” 
FOR CHRISTMAS 


; Sg My DOUBLE FEATURE! THE FIRST 

PS AD FEATURING BOTH GENERAL 

ag Ng MILLS’ TRU-HEAT IRON AND NEW 
PRESSURE-QUICK SAUCEPAN ! 
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DOUBLE DISPLAY! APPEARS 
re S 24579.) = IN BOTH “THIS WEEK” MAGAZINE 
atone. NG (NOVv.30) AND IN THE SATURDAY 
( DOUBLE APPEAL! HARD- 7 EVENING POST (DEC.6) 

SELLING COPY, PLUS THE EYE- \ . 
CATCHING MAGIC OF FULL COLOR 











eat _{ DOUBLE PUNCH! THE FIRST : 
Buy eEm/ CHRISTMAS PROMOTION STARRING 

‘ene J BETTY CROCKER TO BUILD EXTRA 

om, hones f aS SALES, EXTRA PROFITS FOR you! 
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YOUR CHRISTMAS STOCKING WITH 


FULL PAGES IN NATIONAL MAGAZINES—IN COLOR! 

















COOPERATIVE ADS ® COUNTER CARDS 

DEALER MATS ® CAR CARDS 

RADIO COMMERCIALS ® SALES TRAINING PROGRAMS 
OUTDOOR POSTERS ® MILLION DOLLAR SALES CONTEST 
DIRECT MAIL ® MINUTE MOVIES 

STORE DISPLAYS ® MERCHANDISING PLANS 


VO WONDERFUL NEW WASHDAY WORK-SAVERS 
AM UP WITH THE WORLD’S MOST-WANTED WASHER! 








Ps ae | 


















THE NEW BENDIX AUTOMATIC DRYER THE NEW BENDIX AUTOMATIC IRONER THE GREAT BENDIX AUTOMATIC WASHER 


BEN DIX207# Home Laund ly 


BENDIX HOME APPLIANCES, INC., SOUTH BEND , INDIANA 
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How much longer 


can your company afford to 


“refuse business tactfully’? 


) ai FACE IT — the honeymoon is about over. It 
was fun while it lasted, but it won’t pay the 
rent. Not now. 


After an absence of seven years, the spectre of a 
buyers’ market is once more rearing its head, and 
its expression plainly reads—‘“I’m going to be hard 
to get.” 


This doesn’t scare anybody who hasn’t forgotten 
how to sell. But there are quite a few of us in American 
business who could use a quick refresher course. 
(We’ve had a long “‘vacation.’’) 


When it comes to production, our output is up 
almost 100 per cent. We’ve acquired a lot of new 
techniques on the assembly line, because it was obvi- 
ous that if there were to be any profits left—after 
increased labor costs, high-priced materials, and 
taxes—we’d have to trim every last ounce of fat off 
the manufacturing cost per unit. 


But now the time has come when we must app 


One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your business, 


the same philosophy to the manufacture of a sal 


That means—more mechanization! 


Confronted with a buyers’ market, how much 
it cost your company to produce one unit of sal 
prohibitive sum, if you’re going to depend enti 
on personal contact. You’d have to hire a tremen 
force of salesmen to cover the field. Even then, n 
of their valuable time would be spent on “‘missio 
work’’—which is really a job for mechanized s« 


Mechanized selling is simply another name 
consistent and aggressive advertising. Like the 


chine on the production line, it is a multiplier of 


men’s efforts, for it enables them to produce 
earn) far more than they could alone. 


And when it goes to work in the business pre 
becomes the most efficient machine at your disp’ 
for manufacturing sales at a profit! 


Just how efficiently does business paper advertising work? If you'd like to 
see some examples, we'll be glad to send you a recent ABP folder on actual 
results. Also, if you'd like reprints of this advertisement (or the entire series) 
to show to others in your organization, you may have them for the asking. 





ELECTRICAL SOUTH 


is one of the 129 members of The Associated Business Papers, 
whose chief purpose is to maintain the highest standards of editorial 
belpfulness—for the benefit of reader and advertiser alike. 
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This new booklet e*P 
infrared: shows how infrare ys costs: 
production” nd increases exibility: 
theory of ra jant eating: gives check 
plications: lists tyPe of lamps? nd sv 
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SOLD THROUGH RECOGNIZED JOBBERS ONLY 


Approved by Underwriters Laboratories * Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


~~ FLUORESCENT FIXTURES OF CALIFORNIA — 


2779 FOLSOM STREET Manufacturers of 






SAN FRANCISCO 10, CALIF. “ALL-BRITE” Fixtures y 
"aaa aa ace a ‘ TESTED AND APPROVED ce gi “ 











12 ELECTRICAL SOUTH for NOVEMBER, 1947 ELI 











 IRV-0-FLATSEME 


*T M. Reg in U.S Pat. Office 


owed bias Varnished Cambric) q 


You can reduce your bias varnished insulation 

costs by using IRV-0-FLATSEME on windings and 

splices. Just tell us your bias tape requirements 

and we'll be glad to send a sample and give you the 
information needed to figure your exact savings. In 
addition, you’ll get quick delivery. 

IRV-O-FLATSEME — the original bias type flexible varnished 
insulation —is an established Irvington product. The sewed 
seam, occurring every 51 inches, is flat and does not interfere 

with taping. Coated with specially formulated Irvington insu- 
lating varnishes, IRV-O-FLATSEME provides insulation protec- 
tion which is equivalent to that of Irvington Seamless Bias 


Varnished Cambric. Typical test data on this sewed bias in- 


sulation follows: 
© 
se 
4 FY 
= 2s 
ao 
Qo ro 
© « 2 
$s ig 
e° wd 
Fe ; 
Es : -¢= 
sy se 
=@ o> 
Black 


Black& Black& Black& Black& Black Yellow 
550 


Yellow Yellow Yellow Yeilow 
1100 
600 


28 20 6.0 5 
700 


005” 
-007” 40 20 6.0 
-010” 54 24 6.0 6 1200 
6.0 6 1300 1050 800 


24 
Above values on insulation do not include seam. However, tests show total breakdown 


012” 60 
cross the seam of this sewed bias insulation is cbout the same as that of a single thickness 
of the insulation. The tensile strength on the seam is approximately 75% of the valves 


Yellow 

















tiven above. 
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UNIVERSAL SCOOPS THE FIELD... 
DOUBLES YOUR SALES OPPORTUNITIES! 


It’s sure fire! Universal’s history-making Two-Speed 
Washer really side-tracks competition. With its new Two 
Speeds for every washing need, here at last is a wringer-type 
Washer to which women can safely trust their “fluff stuff” 
as well as their “rough stuff.” You'll be out front, too, with 
its brand new Super-Safe “Control-O-Roll” Wringer. 





Phan 1 /7S A UNIVERSAL | 

NEVER BEFORE —— Bl FOR ME! WITH ¥ 
A WRINGER a Be Wo SPEEDS To & 

SAFE AS THIS / j " CHOOSE FROM, \ 
/TS CONTROL-O- Dr Lawn 
ROLL FEATURE 

| ASSURES COMPLETE 

| PROTECTION 





THANK GOODNESS! | 
| TS 7iME-A-MATIC & 
TIMER PREVENTS 
OVERWASHING, 
ENDS TEDIOUS 
WATCHING 





7 | | 
Df LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 
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HIGH POWERED PROMOTION 
TO WIN CONSUMERS! 


Universal is scooping the field in promotion, too. 
We're “turning on the heat” with the broadest, 
most intensive program of consumer advertising 
being put behind any wringer-type washer to- 
day. Women by the thousands are being presold 
every day on Universal’s sensational new Two- 
Speed feature. We’re telling them about it in 
the big-circulation magazines ...on billboards 
in major markets...over the radio networks on 


| POWER- -PACKED, FULL-PAGE ' the nation’s top audience participation shows | 


ADVERTISING reaching millions of listeners. Put the impact of 
om." 
| pees NATI 


5 AE Y 


MA AGAZINES Ea, this power-packed promotion to work for you. 


Get the jump on your competition! Make the Universal 
Two-Speed Washer the headliner in your store. 


See Your GiversA Oistributor! 


UNIVERSAL 4. 


LANDERS, FRARY & CLARK «+ NEW BRITAIN, CONN. 


ELECTRICAL SOUTH for NOVEMBER, 1947 














J. HORNER went into radio retail- 
ing because he thought it would be 
a cinch. 

He thought all he had to do was 
stick his thumb into the radio pie 
and pull out a juicy plum, just like 
his namesake in the nursery rhyme. 
Instead, he got bitten—but good! 

How many J. Horners do you 
know? 

How many—back in the easy- 
selling days—thought the radio 
business was chock full of plums, 
and was always going to be? 

And how many are being bitten 
today—by over-franchising, price- 
cutting and all the other radio 
retailing traps Sparton’s been warn- 
ing against? 

Plenty have been bitten—but 
they’ve not been Sparton dealers! 


Spetton 


Ouch, my thumb 
yelled J. Horner 





Sparton dealers are protected by 
SCMP—Sparton Co-operative Mer- 
chandising Plan—the plan that cuts 
radio distribution costs. Under 
SCMP, Sparton’s basic policy is one 
dealer in each community. Sparton’s 
national advertising and promotion 
works locally for him alone. 

Under SCMP, shipments are made 
direct from factory to dealer. The 
savings go into the radio and the 
Sparton price. That’s why the new 
Sparton Challenger line is Amer- 
ica’s outstanding quality line, priced 
to compete even with mail order 
houses at a profit! 

Why not write us today and ask 
whether the Sparton franchise is 
still available in your community? 


THE SPARKS-WITHINGTON COMPANY 
JACKSON, MICHIGAN 


Radio’s Richest 
Franchise 


NOTE: Sparton 


backwards is No Traps! 








spelled 








DEALER 





in each community 


Check These 
Profit-Increasing Features 


® One exclusive dealer in each 
community 

® Direct factory-to-dealer shipment 

® Low consumer prices 

® National advertising 


® Factory prepared and distributed 
promotion helps 


® Seasonal promotions 
® Uniform retail prices 


® Products styled by outstanding 
designers 














A HOT, SHORT LINE AT LOW PRICES 





my adil lil a) 








SMALL SET 
WINNERS, TOO! 


See the new Sparton 
luggage - type portable 
(Model 606) for battery, 
AC/DC current. 









MODEL 7-BM-46-PA—Auto- 
matic radio-phonograph 
in walnut or mahogany 
veneers. With 10” speak- 
er, “roll-out” phono- 
graph drawer. Has three 
wave bands. List $169.95. 


MODEL 10-BM-76-PA— 
Automatic radio-phono- 
graph with FM. “Roll- 
out” phonograph drawer, 
10” speaker. Finished in 
mahogany or walnut 
veneers. List $259.95. 


PRICES SLIGHTLY HIGHER WEST OF ROCKIES 
» 
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MODEL 201—Table auto- 
matic radio-phonograph 
in rich mahogany fin- 
ish. Automatic record 
changer, vacuum-lift lid, 
illuminated slide - rule 


dial. List $79.95. 


PERIOD MODEL—No. 1007— 
Radio-phonograph with 
FM—in choicest of ma- 
hogany veneers. Also 
Contemporary Model in 
finest mahogany veneers. 
List $199.95. 


See the new Sparton 
utilities. Model 100 in 
gleaming ivory finish; 
Model 101 in ebony 
black finish. 
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INADEQUATE WIRING, the industrial jinx, is too 
heavy a burden for any factory power lines. For, 
overtaxed, overextended, obsolete wiring can cut 
operating efficiency 25 to 50 percent. 











And, sooner or later, this sinister acrobat causes 
tie-ups that result in costly shut-downs for extensive 
alterations.” 












Call in your plant power engineer, consulting 
engineer, electrical contractor or utility power sales- 
man. These are the men who can throw a net over 
him! = 
























































*WIRE AHEAD, a new booklet discussing 
preventive maintenance ...the symptoms 
of inadequate wiring ...and presenting 
plans for anticipating electrical demand, is 
now available on request. Address Adver- 
tising Department, 25 Broadway, New 
York 4, N.Y. 


















AuagOuoh 


ANACONDA WIRE AND CABLE COMPANY 
7 
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Today there is a decided trend to the Colonial. 
The current Virden interpretation is in the fine 
spirit of simplicity, dignity and good taste that 
characterized this period in American history. 
Thousands of home builders will discover in these 
new fixtures the delicacy and restraint that pro- 
claims their authentic ancestry, plus a completeness 
that meets every modern lighting situation. 





( Jolonial : 
by : 


VIRDEN 





From the new Virden Catalog, soon to be available. 
See your Virden distributor. | 





John C. Virden Company - Cleveland, Ohio 
WMenber Aemerican Home Lighting Tustitute 
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dds to the Comfort, 


Convenience and 


S| 
— Value of the Home! 























Quikheters can easily be installed in any room in the house. They are 
particularly ideal for bathrooms. They quickly eliminate the chill from the 
room and make shaving and the morning bath or shower a pleasant task. 


wh 


f ae |e ‘0 | 
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UIKHETER a 


On chilly damp mornings when the regular heating system is not in operation, 
or on those blustery, winter days when the coldjust willseep in (A Quikheters 
will keep baby’s room warm and healthful. 








Frank Adam Electric Quikheters provide that e mr eres RO Re a re at | 
“Extrw’’ which adds so much to the value, com- ween sso mcr ——— 
fort, convenience and enjoyment of the home. pee tee 
Quick-acting, requiring only the flip of a con- 
veniently located switch to send forth a flood of 
warm air into the room, these attractive, eco- 
nomical and long-lasting units afford substantial 
savings in fuel and add greatly to the beauty and 
utility of the home. 
Install one of these units in your home today. 
Your electrical contractor can give you complete 





details or write for Bulletin No. 77. 


@® Quikheters are available in single units of 1,000 and 1,500 watts and 
twin units of 2,000 and 3,000 watts. The latter are particularly adaptable 


tel l~si. tol 


for i in or fireplaces. 


Frank el(dam Glectric Co. 


ST. LOUIS 13, MISSOURI 


Mahers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES ¢ LOAD CENTERS © QUIKHETER 
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Now—on its way to market! 


General Electrics new! 


Sells more spare 


20 


GREAT FOR G-E LAMP DEALERS BECAUSE: 





SELLS MORE LAMPS! 
The new G-E 4-Lamp 
Package makes it easy 
to sell most customers 
4 or 2 lamp bulbs in- 
stead of just one. 


EASIER TO HANDLE! 
Compact, safe, con- 
venient. Stacks neatly. 
Saves precious space. 
Reduces breakage. 
Fewer units to handle. 








IDEAL FOR DISPLAYS! 
The new G-E 4-Lamp 
Package is a real eye- 
catcher. It’s colorful. 
And it’s plainly marked 
“G-E”! 


GREAT FOR CONSUMERS BECAUSE: 





EASY TO BUY! 


Contents plainly 
marked. Makes it con- 
venient to buy a spare 
supply of G-E lamps in- 
stead of just getting one 
to replace a burn-out. 


EASY TO CARRY! 
No bulk, no awkward 
shape. This small, 
compact package is a 
neat fit in any shop- 
ping bag. 








EASY TO STORE! 
Spare G-E lamp bulbs 
are a cinch to keep on 
hand at home in this 
new, safe package. 
Bulbs can’t roll out! 





The newest load-building idea 
in lamp bulb merchandising 


WHAT'S THE BEST WAY to package 
lamp bulbs to promote multiple sales 
and encourage people to keep spare 
lamps on hand at home? To find the 
answer, General Electric package ex. 
perts set aside nearly half a million 
lamp bulbs for conducting a mammoth 
preference survey at the point-o!-sale. 
They tested all types of packages, 
studied consumer buying habits, 
checked dealers’ likes and dislikes. 





RESULT . . . the new General Electric 
4-Lamp Package, an amazing combi- 
nation of eye appeal and buy appeal— 
convenience and compactness. It con- 
tains two sleeves, each holding two 
factory-tested G-E bulbs. Makes it 
attractive to most people to buy more 
than one bulb at a time. What better 
way to reform bulbsnatchers? 


IT’S COMING SOON! We're supplying 
lamps in the new General Electric 4- 
Lamp Package just as fast as we cab, 
Starting with 60-watt lamps and fol- 
lowed by 100-watt and other popular 
sizes. Watch for it in your area! 


General Electric Co., Lamp Dept. 
Nela Park, Cleveland 12, Ohio. 


G-E LAMPS 
GENERAL @ ELECTRIC 
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4-lamp package 
/| Helos keep sockers tilled / 


Reforms bulbsnatchers! cae ii , Sells 4 bulbs 
; instead of one! 





Another G-E Lamp load-builder! 
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Toggle Bolts 
Installed First 


Then, LIGHT-IN-LINE 
base unit fixture is 
attached, toggle bolt 
head fitting through 
slotted opening, 
Gravity recess holds 
fixture securely, 
safely, allowing both 
hands to be used to 
tighten bolts, 








..» IN EASE OF 
INSTALLATION 


LIGHT-IN-LINE fluorescent lighting fixtures are 
superbly engineered . . . rigidly constructed. 
One man can easily install these super-effi- 
cient fluorescent fixtures with time and money 
saving results. Proven the outstanding value 
in usable foot-candles by E.T.L. data sheets, 
LIGHT-IN-LINE is top choice for hundreds of 
widely-varied commercial applications. 


“‘Basic Unit’’ Principle Featured 


Made by Moe-Bridges, famous name in the 
lighting field for over quarter of a century, 
LIGHT-IN-LINE fluorescent fixtures feature the 
“basic unit” principle. Result: 16 smart-ap- 
pearing combinations to meet the requirements 
of any lighting job with economy and satisfac- 
tion. Available with open, Jouvered or dustproof 
glass or plastic enclosed shields; single or con- 
tinuous-row; 2-light and 4-light; 40-watt or 
100-watt; with an added, exclusive feature of 
combining 40-watt and 100-watt in a single 
line for area intensification. Union-made and 
U.L.-approved, Write TODAY for complete in- 
formation and E.T.L. data sheets. Address 
Dept. 911, Moe-Bridges Corporation, Sheboy- 


gan, Wisconsin. 


MOE-DRIDGES Zecarrcw Lome 





FIT SHIELDS 
hy : 
BASE UNIT--+ @ 


THESE COMPLETE 
LIGHTING FIXTURES 


25 YEARS LEADERSHIP IN THE LIGHTING FIELD 
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Magnetic Across-the-Line Starter 


oe 


NOARK 


Federal 


Federal Electric Products Company, Manufacturers of a 
Complete’ Line of Electrical Products including Motor 
Controls * Safety Switches * Service Equipment * Cir- 
cuit Breakers * Panelboards * Switchboards * Bus Duct 


Executive Offices: 50 Paris Street, Newark 5,N.J. + Plants 
Hartford,Conn. Newark,N.J. St.Louis,Mo. L.I.C.,N.Y 





Manual Polyphase Starter 
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Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORP. 
Erie, Pa. WITHOUT 


RETAINER 
L. MORRIS LANDERS WALTER J. HUEMMER 
315 Walton Bldg. Dallas Transfer & Term. Wareh. Bldg. 
Atlanta, Ga. Dallas, Texas 
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WILT To LAST A LIFE TIME. 
PROMPT DELIVERY, SOLD By LEADING 





SOUTHERN LIGHTING cm ee) 


ORLANDO, FLORIDA. 


Soithown 
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Simple things, CROSS ARM BRACES; just a strip of flat steel with 9 Sage aTS ge ER came - 
a hole punched in each end, but most important to a pole line. sae Sa = 
Hubbard Braces are fabricated from the best, new, open-hearth steel = Saag en = = 
and all corners are rounded to protect linemen from sharp projections. rain ———-- 

For the engineer who wishes additional strength on the compression 

side of the arm, the ribbed brace is provided and offers approxi- HUBBARD FLAT AND RIBBED 

mately 25% added protection. CROSS ARM BRACES 





HUBBARD ANGLE CROSS ARM BRACES, for heavy 
construction, are supplied in a range of spreads and drops 
to meet the requirements of any standard construction. 
Angle size runs from 114 to 2-inches. At the pole attachment 
hole, the angle is so formed that wrench clearance is pro- 
vided. Attachment is by 54-inch Machine Bolt at the pole 
and |4-inch Carriage Bolts at the arm. 





DRIVE POINT MACHINE OR CROSS ARM BOLTS are roll- 
threaded to provide a “‘finger-fit'’ for the full length of the thread. 
The “Drive Point" feature enables the bolt to be used as a drift pin 
for the alignment of holes slightly off center. This operation must be 
carried out with caution so as not to injure the threads. ‘Drive Point" 
also facilitates the application of nuts and allows bolts to be driven 
out of the pole for reclamation without injury to the threaded end. 
The major portion of Hubbard bolts of all types have this feature. 








HUBBARD DRIVE-POINT 
CROSS ARM OR MACHINE BOLT 


HUBEYE BOLTS are furnished for attachments of any 
kind where a thimble would normally be used. The eye of (=> 2, 
the bolt is drop-forged to a shape which provides a perfect | ?: 

“built in’? thimble. Strand may be looped around the e oe att — ati > ¥ ars i 
Hubeye with complete protection. Side walls of the eye 

retain the roundness of the strand. There is no possibility 

of kinks or strains at the loop. Hubeyes are a thoroughly 

tried and proven product. 








HUBEYE DRIVE-POINT BOLT 












TOMI a 





STANDARD HUBBARD OVAL-EYE BOLTS are an old line 
item still much used in many sections. Hubbard Eye Bolts are all 
drop-forged with an eye that is stronger than the shaft of the bolt. 
Made from the best, new, open-hearth steel and Hubbard Double- 
Dip Hot Galvanized. HUBBARD OVAL-EYE 
DRIVE-POINT BOLT 


INH 





HUBBARD 4*>” COMPANY 


PITTSBURGH OAKLAND 
CHICAGO CALIF. 
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NO OTHER ATTIC FAN offers all of the quality fea- 
tures found in Coolair Attic Fans. Built by the pioneer 
manufacturer, Coolair Fans and “Breeze Conditioning” 
equipment are the product of precision manufacture. 
Greater satisfaction is guaranteed because of a longer 
life of quiet, economical and trouble-free operation. 


BIGGER PROFITS are in store for the dealer who 
sells Coolair 
good will of Coolair customers is a tremendous asset 
to his 
other products and many new prospects will come into 


Breeze Conditioning exclusively. The 


business...his sales job is made easier for 


his store. 


DEALER TRAINING, pioneered by Coolair, makes it 
easy for dealers to do a better job for their customers. 
Authorized Coolair Dealers receive factory-supervised 
training in all phases of selling, installing and servicing 
of Breeze Conditioning units. For further information, 
see your Coolair Distributor at once. ..see for yourself 
how easy it is to take advantage of the profit oppor 


tunities inherent in the COOLAIR line. 





A full description of the Coolair line, with 
tables showing models, dimensions, perform- 
ance data, etc. can be found in 


SWEET’S CATALOG SWEET’S CATALOG 
FILE FILE 


Architectural For Builders 


A.S.H.V.E. GUIDE ELECTRICAL BUYERS 
REFERENCE 














3604 MAYFLOWER ST., JACKSONVILLE 3, FLORIDA 
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Announcing Another 


Dew 


ACHIEVEMENT-- 
HIGRADE 


T-SLOT — SIDE-WIRED 
DUPLEX RECEPTACLES 


Underwriters Approved 















To meet a growing demand by contractors 
we are happy to have, for quick delivery, 





T-slot, side-wired duplex receptacles built to 
D & M’‘s high quality. Fully approved by Underwriters 
Laboratory —— Phosphor bronze contacts also carry . 


Underwriters approval. h 








Complete line of finishing plates in 


a wide choice of colors and finishes— “ 
Write for details li 
| 3 cl 

ali 

pr 


MANUFACTURING COMPANY 


* INCORPORATED * 
Largest Manufacturers of Finishing Plates in the World 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA , 
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EWAR SELLING of Postwar elec- 
merchandise keynotes the sales 

m of Aufford-Kelley Company, 
Miami, Fla., appliance dealers. 
zable part of the program cen- 
iround an effectively-dramatized 
nstration of major appliances by 
ally well-known home economist 
pecially-constructed theater type 
nstration room, designated as 
“Electric Home Arts Institute.” 

‘d on actual sales for the first 

1 months of 1947, Aufford-Kelley 

ts to do a volume of business 
pproaching three-quarters of a mil- 
n dollars this year—in spite of mer- 
idise shortages. To reach this 
ated yearly volume, the firm 
fargciy is depending on an_ over-all 
program of prewar-type intensive sell- 
This includes scientific sales 
ling for the sales staff and a cer- 

n amount of old fashioned door 
cll ringing. 

Although the demonstration pro- 
gram in the Home Arts Institute rep- 
esents an effective means for creating 
immediate sales, it has considerable 


value, also, as a means of building fu- 
ture sales. Many of the Institute’s 
most interested attendants own appli- 
ances of older types which, eventually, 
they will want to exchange for new 
equipment. 

Principals in Aufford-Kelley Com- 
pany, Inc., are Fred A. Aufford and 
Albert Kelley, who have been asso- 
ciated in business together for the 
past 15 years, except during the war 
period, when both were in Service, 
and their business activities tempor- 
arily were suspended. Before the 
war, the firm was located in the 7200 
block on Biscayne Boulevard. 

It now occupies a new, specially- 
constructed building at 5080 on the 
same street—a part of US Highway 1. 
This structure is 50 ft. by 100 ft., as 


High efficiency illumination of Auf- 

ford-Kelly’s display room, shown 

above, provides excellent advertis- 

ing of firm’s business, during the 

peak evening traffic on Biscayne 
Boulevard. 
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November 


1947 


to its main portion. An attached 
warehouse, 25 ft. by 75 ft., extends 
out from the rear of the building. 

At the front of the structure is a 
fine display room, 50 ft. by 40 ft. 
Fluorescent lighted, this room and its 
contents are plainly visible from the 
Boulevard, a busy traffic-artery at 
night, as well as in the daytime. 

The Home Arts Institute is con- 
ducted in an attractive theater type 
room. Special features of the room 
are its spacious stage: with complete 
kitchen equipment, the wall murals 
depicting tropical scenes, and the 
comfortable fluorescent lighting. 

Seating over 130 persons on metal 
chairs, finished in light gray, specta- 
tor seats face an elevated stage. Rep- 
resenting a modern kitchen, the de- 
tails of the “set” have been carefully 
worked out to make the “home 
atmosphere” as realistic as possible, 
including a conventional kitchen win- 
dow at the back of the set. The spec- 
tator’s sense of realism is pointed up 
by draping the window with figured, 
organdie curtains and by backing the 
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window opening with a scenic paint- 
ing, representing a typical backyard 
outlook. 

Appliances shown at the rear of the 
stage feature a completely functioning 
all-electric kitchen—refrigerator, sink 
unit with dishwasher and waste dis- 
posal unit, range and cabinets. At 
the sides and at the front of the stage, 
are major appliances of other types 
and manufactures, used in various 
demonstrations, during the demon- 
stration course. 

The presentations are scheduled as 
a series. Held every Wednesdav aft- 
ernoon, the demonstration runs from 
2:30 to 4:30. <A “script” for each 
demonstration is cav’efully prepared, 
and the “show”’ is rehearsed in its en 
tirety the night before its public pres 
entation. 

These presentations deal, in turn, 
with a single piece of equipment ot 
with several closely associated items. 
The first of these demonstrations fea 
tured laundrn 
dryer, and ironer. The second pres 


entation dealt with the all-electric 


] = 
equipment — washcr, 

















this demonstration, a 
typical meal was cooked on the elec- 


kitchen. In 


tric range. After this, kitchen refuse 
was disposed of in the waste disposer, 
and dirty dishes and cooking utensils 
were cleaned in the electric dishwash- 
er. Cooked foods were stored in the 
electric refrigerator. The third dem- 
onstration in the series, featured the 
home freezer unit. Here is a detailed 
account of the demonstration. When 
the audience was seated, the “theater” 
was blacked out completely. Then, 
the curtains, masking the stage, mov- 
ed to the right and left by off-stage 
control, exposing an illuminated sign 
featuring the firm’s advertising slo 
gan: “Always and only the best” and 
the firm name. ‘This was the only 
“commercial.” Everything else dealt 
with the merchandise demonstrated 
—its manner of use and its use value. 

After a verv brief showing of the 
illuminated sign, the curtains were 
closed, again, and the room “‘blacked 
out.” Next, the stage was lighted and 
the curtains drawn _ back. After 
which, the “show” was formally 













opened by H. H. Fookes, Aufford- 


Kelley sales manager, who gave a bri 


outline of quick-freezing histo-y, t 


broader commercial uses of the pro 


cess, and its predictable place in t 
American Way of Life. Fookes, th« 
introduced Mrs. Caroline Wate 
the firm’s full-time, home econom 
formerly associated with Florida P, 
er and Light Company in the sa) 
capacity. 

Because the room is air cooled 
sound conditioned, the audiencc 
in complete comfo:t during the 
tire lecture, and Mrs. Waters c 
conduct her presentation in an ¢ 
conventional tone, as if she were t 
ing to a guest in her own kitchen. 
fact, that was the impression cr¢ 
—a personal conversation in the « 
onstrator’s own home. 

The home 
strated was the 8 cu. ft. size. 
Wate:s explained the advantag 
a home freezer from the stand; 
of food conservation and of con 
ience for the housewife in mea 
paration. She stressed the 


freezer unit den 


\ 


“Electric Home Arts Institute” in ac- 
tion. On the stage, Mrs. Caroline Wa- 
ters, home economist, demonstrates 


home laundry equipment. Note very 


definite interest of “‘audience.” 
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Aufford-Kelley Company’s_ display 
room. 40 ft. by 50 ft., for the showing 
of electrical merchandise. Note air of 
spaciousness and “mezzanine” arrange-~ 
ment for dramatizing selected items. 


buying and processing food 
vhen thev are 
itv and at lowest cost. She 
shted the convenience of the 
the preparation of de luxe 
important but unexpected 
such as when “hubby” brings 
a prospective cus 


“in season,” at 


home the boss or 
tomer fo: a home-cooked meal. Shc 
ted up the use-value of the unit 
for processing excess foods, such as 
the results of a successful fishing o1 
hunting trip. 

While making her use-value_pres- 


entation, Mrs. Waters demonstrated 
the proper method of wrapping items 
to be processed in the unit, using 
fresh fish fillets and a ready-for-the- 
oven chicken, as demonstration mod- 
cls. Next, she demonstrated how 
grecn corn on the cob can be semi- 
cooked, cooled, wrapped and _ stored 
in the unit for processing. 

As she makes her presentation, Mrs. 
Waters keeps continually busy with 
one piece of equipment or another, 
explaining just what she is doing as 
she does it. Thus, the attention of her 





listeners never gets a chance to lag 
lor example, while the green corn 
for processing was being pre-cooked, 
Mrs. Waters prepared a_ pincapple 
sherbet, using an electric mixer and 
the ice cube freezing compartment of 
the refrigerator during the process. 
After a demonstration, mimcographed 
copies of recipes used are distributed 
to attending housewives. 

One unpublicized, but popular, 
feature of the Electric Home Arts In 
stitute is the awarding of prizes. 
These consist of electrical appliances 
and the products of the demonstra 
tion. For instance, the ready-for-the 
oven chicken and the fish fillets, as 
well as two avocado salads made dur 
ing the p-esentation, were given away. 

“We make every effort,” Mr. Kel- 
ley points out, “to avoid making the 
ccmmercial purpose of these programs 
too obvious. We want to capture 
the interest of attending housewives 
by stressing the use value (to them) 
of the equipment demonstrated. Once 
the ‘desire to possess’ is created, we 
are perfectly willing to take our chan- 
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this firm making the actual 


rally, since Auffo-d-Kelley is 
in business to merchandise applian 
ces, the firm wants to sell them. But 
the sales approach, in connection with 
Home Arts Institute activities is kept 
casual. For example, after the home 
freezer dcmonstration, a multigraphed 
sheet was distributed to attending 
housewives. Headed ‘Save with X 
Brand Home Freezer,” the sheet listed 
about 20 vegetables and other quick 
frozen foods, plus fish and poultry, 
on which savings ave-aging 30% 
could be made by purchasing in larger 
quantities and storing in the home 
frcezer as against buying in smaller 
quantities in retail-size packages for 
immediate consumption. 

The firm publicizes its Home In- 
stitute meetings with newspaper and 
direct-by-mail advertising. To call at- 
tention to the first demonstration in 
the series, a 4-column, page length 
adve:tisement was published in local 
newspapers. Follow up “ads,’”’ pub- 

(Continued on page 102) 
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“Live” APPLIANCES and plenty of 
demonstrations will increase a pros- 
pective customer’s desire for an ap- 
pliance far more than any sales talk. 
This idea has been applied practically 
in the new housewares department of 
Rich’s, Inc., of Atlanta, the largest 
department store in the South. The 
principle is one which can be applied 
advantageously by any appliance deal- 
er who maintains sales floor displays. 

“We believe,” said Roy Kise, major 
appliance buyer for Rich’s, “that the 
desire for an appliance is heightened 
by seeing it in actual operation.” That 
statement tells exactly what is done 
in this outstanding department, for 
nearly every appliance, large or small, 
is connected for actual operation and 
demonstration. 

Homemakers’ Heaven, as the new 
department is advertised, is truly the 
correct description for this beautiful 
and spectacular store where the pros- 
pective customer can find practically 
anything she needs for the home. 

As the customer enters the ground 
floor of the new Store for Homes, dis- 
plays of pots and pans, and other 
items for Mrs. Housewife’s kitchen 
meet the eye. Related items are dis- 
played in separate groups. For ex- 
ample, there are two separate display 
counters for pressure cookers. Well- 
trained salesladies demonstrate the 
features of the cookers, not with 
words alone, but with actual cooking 
so that the housewife can see “how 


it’s done.” 

Another sales producing display fea- 
tures electric coffee makers, toasters, 
waffle irons, food mixers, irons, and 
other small appliances. Each item is 


given a place of prominence. When 
a prospective customer becomes in- 
terested in one of these appliances, 
the salesman plugs the appliance into 
a conveniently located outlet and lets 
the customer see it in actual opera- 
tion. In this section, there is a large 
display panel on which are mounted 
several models of door chimes. Be- 
side each chime is a push button that 
rings the “chime of choice.” All are 
“live” appliances, not just a display. 
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One of the outstanding mass displays 
of appliances in the Seuth is to be 
found in Atlanta in Rich’s “Home- 
makers’ Heaven,” a new department in 
Rich’s new Store for Homes. An un- 
usual feature, especially for such a 
large display, is the fact that all ap 
pliances are arranged and connected 
so that they can be demonstrated as 
well as shown. At left is a section 


of the washer display. Below, ranges. 


The magnificent department 
every appearance of living. The gai 
colors and well-planned lighting add 
a touch of life to the store. 

As the prospect moves beyond 
sections devoted to small appli: 
and kitchenwares, she sees row 
kitchen sinks and beyond them 
displayed many sizes and styles of kit- 
chen cabinets. Kitchen utility table 
are also on display in this sect 
The-e is another section nearby wh 
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By Warren C. Rutland 


[he section of the display floor at 
the right leads into the tlome Service 
Theatre, where a regular series of lec- 
and demonstrations are present- 
ed. Below is a view of the Theatre with 
its reversible “‘street-car” type seats 
which permit quick changes from one 
stoce to another (front and back). 
[his greatly increases the flexibility 
of the Theatre for demonstration pur- 
poses. The theatre is well attended. 


tures 


or Demonstration 


Store for Homes 


breakfast table sets. These 
ished in a multitude of colors 
so arranged that the customer 
ly walk in between sets for 
mination. 

the prospect comes to the 
ypliance section with its ran- 
hers, ironers, dryers, ref-igera- 
i home freezers. These major 
es are displayed in related 
ind practically all of them are 
| into outlets. 


There are seven groups of: ranges, 
both gas and electric. ‘We. demon- 
strate all appliances regardless of their 
availability,” said Mr. Kise. “If a 
prospect is interested in an appliance, 
she will be more and more inte-ested 
after a demonstration, even if that 
particula~ appliance is not immed.ate- 
ly available.” 

As an example of the value of 
“live” appliances, if a prospect asks if 
a certain range will blacken the bot- 


toms of cooking utensils—the sales 
man simply places a pot or pan on a 
surface unit of the range, switches 
the range “on” and lets the customer 
see for herself that the pot does not 
blacken. Such actual demonstrating 
is a better sates maker than the wordy 
sa'cs talk given in many appliance 
stores. 

“Geared to sell,” are the words M-. 
Kise uses in describing the major ap 
pl-ance section of the new store. Con 
venient wall outlets, sinks with run 
ning water, washing machines churn- 
ing clothes clean, and similar demon- 
stration aids, all add up to more sales 
and better satisfied customers. 

Perhaps one of the most effective 
disp!ays in the appliance section is the 
arrangement of washing machines. 
The display backboard is a wide ‘‘H’ 
shaped design with four diffe-ent 
types of washers lined up in each al 
cove. At each end of the display is 
a sink with running water. This ar- 
rangement enables a‘l of the washers 
to be quickly and casily demonstrated, 
since each washer can be rolled to 
the sink, filled with water and clothes, 
and put through the cleaning cycle. 

Just behind the washer section is 
the space devoted to dryers. Here, 
again, the units can be demonstrated. 
Frequently, a prospective custome: is 
given a demonstration on the com 
plete washing, drying, and ironing cy- 
cle of the home laundry appliances. 
The wet clothes from the washer 
demonstration are placed in a dryer 
and then go to the ironer for press- 
ing. 

The vacuum cleaner disp'ay panel 

(Continued on page 100) 










PREVENTIVE MAINTENANCE S€IvIC¢ 
for commercial and industrial elec- 
trical installations on a contract basis 
is proving to be a profitable adjunct 
to the electrical contracting business 
of Chewning and Wilmer, Inc., of 
Richmond, Virginia. 

“One of the best things about a 
good maintenance contract,” says T’. 
W. Wilmer, secretary-treasurer of the 
firm, “is that it’s steady money. 
When building slumps occur, main- 
tenance contracts help to hold up the 
income. 

Although Chewning and Wilmer 
have been operating an _ industrial 
maintenance service on a_ contract 
basis for some time, they have been 
particularly successful during the past 
year in the development of a fluores- 
cent lighting maintenance business 
which opens up an entirely new 
field in the operation of a preventive 
maintenance service business. More 


than 250 customers are now subscrib- 
ing to the service in the Richmond 
area, and the number is still being 
expanded 








Fluorescent maintenance operation 
on a contract basis has many pitfalls, 
this contracting fizm has learned, and 
the root of many of them is improper 
organization. Without a smoothly 
functioning operational plan, it is 
likely the contractor will never be 
able to build his business to the vol- 
ume necessary for profitable opera 
tion. 

The two heads of the Chewning 
and Wilmer corporation cannot be ac- 
cused of lack of experience in either 
the business or technical side of elec 
trical contracting; hence when they 
organized the fluorescent maintenance 
plan a year ago, they laid down strict 
tules of operation. 

“Tom” Wilmer is an_ electrical 
engineering graduate of Virginia Mili- 
tary Institute, past president and pre- 
sent secretary of the Virginia Chap- 
te-, National Electrical Contractors’ 
Association; while G. C. Chewning, 
president of the firm, is an E. E. 
from Lafayette University. Both 
have many years of experience in the 
electrical field, and during the war 
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their firm had at one time 
as 368 men on the payroll. 


They have specialized in coi 
cial and industrial wiring job 


ing from $5,000 to the $250,( 
tract they completed for the 


& Company, Inc., plant at | 


d 


) 


Virginia. The firm now emplo 


35 to 50 clectricians, and does 
sized business in industrial 
nance. ‘The company also d 
sulting engineering work a1 
drawing. 


hey started their fluorescent 


tenance service on a firm fou 
R. W. Thomas was placed in 


of the plan, with instructions to 


full time on the operations 
the selling of the contracts 


Selling the Service 


The first thing on the 
with Mr. Thomas is a blue 
inch index card with the nam¢ 
rescent Fixture Maintenancx 
pect Card.” On this card ap; 
name of the prospect, perso 


viewed, address, business, tota 


ber of lamps, price quoted, 
fixtures, and the immediat 
needed. 
How does he get these pro 
“Well,” Mr. Wilmer smi 


Thomas usually just walks d 


The 


maintenance 
pany is only 


tenance 





+ 


service 
fered. The compan) 
does considerable in- 
dustrial maintenance 
on a contract basis. 


Preventive Maintenance Service 
Offered on Contract Basis 


ton 










Vernon Parsley. fluo- 
rescent mainienance 
man at Chewning & 
Wilmer, Inc., Rich- 
mond, Virginia, re- 
ceives a list of serv- 
ice calls as he starts 
out in the morning 
from Turner Frak 
er, bookkeep for 
the Richmond firm. 


flourescent 
service 
supplied by the com 
part of 
the preventive main- 


of- 
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intil he sees a fluorescent in 
n that has several lamps out. 

ie goes in and tries to make 
marking, ‘We can relieve you 
troubles on replacing lamps.’ ” 

- are quite a few points to be 
out in the sale. Main sell- 
tS are: 

Guaranteed continuous opera- 

t maximum efficiency. “There’s 
n having a fluorescent instal- 
f you’re going to let a lot 
imps be dead half the time,” 
mer points out. 

For a flat rate, contractee rids 
f responsibility of maintain- 
fixtures and knows exactly 
h it is going to cost him each 


can call up and get imme 

vice for one lamp as soon 

out, instead of waiting un 

need replacing before mak- 

vice call. It costs no more, 

how many calls he makes. 

(he fee includes cleaning the 

twice a year, which lengthens 

xistence, saves the owner a 

task, and enables him to get 

light he is actually paving for. 

Over the years his fixtures will 

him better service. (This is 

nes a hard point to prove, 

Mr. Wilmer says, because so 

tuorescent fixtures are relative- 
oo 

sale is not concluded at that 

the prospect card is placed in 

le for further reference and 

r action. Usually the salesman 

to get the owner to keep a re- 

cor’ of what it costs him to main- 

fain his own fluorescent fixtures, so 














that he will have a basis for com- 
pazison. Some agree to do this, some 
do not, but Thomas knows that it’s 
worth trying. 


Contract Provisions 


If the sale is concluded, the cus 
tomer becomes a‘name on the Chewn- 
ing & Wilmer contract, with the fee 
at a flat rate per month per lamp. 
The contract is relatively simple, with 
five important provisions set forth in 
plain language. Contractor agzees 
to give maintenance on fixtures 
shown in contract, including replace 
ment of all lamps, defective starters, 
transformers, or other defective parts 
within the fixtures. Customer agrees 
to pay the flat rate in advance, to 
notify the contractor immediately in 
case of trouble, and not to let un 
authorized persons service the fixtures. 

The contractor eliminates himself 
f-om responsibility for damage to the 
fixtures from fire, strikes, accidents, 
or other causes beyond his control; 
agrees to clean the fixtures every six 
months. 

When this contract is completed 
and signed, another larger card is 
made out at the Chewning and Wil- 
mer office, giving the data on the 
new customer. On the front side of 
this card is space for 28 listings of 
the billing and amount received on 
the contract. 

On the reverse side of the card 
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These are the principal forms used in 
the handling of the fluorescent main- 
tenance contracts. At left is the recerd 
card maintained for each customer. 
The other side has spaces in which de- 
tails of each visit are recorded. There 
are columns for date, job number, na- 
ture of work done, cost of labor, cost 
of materials, total cost, and cost to 
date. 


is spacing for listing the maintenance 
cost of repair jobs to the contractor. 
This includes date, job number, na 
ture of work done, amount of labor, 
amount of material, total, and the to 
tal up-to-date. 

In other words, it is a form of pez- 
petual inventory system, with every 
act between the contractor and the 
customer recorded in black and white, 
so that a glance at the card will show 
the full status of the account. 

“This kind of record is definitely 
necessary,” Mr. Wilmer remarks. 
“Unfortunately, we got some main 
tenance contacts in small 
where the owner was not completely 
fair with us. In one case, a man 
owned two stores, and we had a con 
tract to maintain the fixtures in onc 
of them. We suspected something, 
marked some lamps, and found that 
he was taking dead lamps from on 
store and making us replace them 
in the other store. We dropped 
him quickly, but he’s been begging 
us to take him back.” 

Clear and correct records are of 
high impo tance, therefore, to avoid 
any misunderstanding. 

The simplified planning and 
smooth organization that exists in the 
office work must also be carried ov 
er into the functional side of the 
contract work. 

When the 
begin to increase in 


stores 


maintenance contracts 
number, the 
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A. R. Sharpe, Jr., assistant bookkeeper at Chewning & Wilmer, Inc., of Rich- 
mond, Virginia, gives directions over the phone to the outside fluorescent 
serviceman who calls in every hour to get the latest maintenance ealls. 


Chewning & Wilmer firm equipped 
their serviceman with a specially ap- 
pointed panel service truck, to be 
used entirely for fluorescent mainte- 
nance and installation. An _ experi- 
enced journeyman, Vermon B. Pars- 
ley, was assigned the job of taking 
care of all maintenance and installa- 
tion work, with J. W. Harris as a 
full time helper and another man as 
part-time helper. 

Parsley has a sepa-ate part of the 
storage space of the firm for his fluo- 
rescent supplies, but keeps his truck 
fully stocked with replacement parts, 
ladders, and tools, for his maintenance 
and installation work. 

By having his truck well-stocked, 
Parsley can start out on his route 
the first thing in the morning, and 
not have to come back to the shop 
until quitting time. When he goes 
in one section of town, completes a 
job, he always calls in before going 
to another section, so that he can 
go to the nearest job first. He us- 
ually calls in about once an hour, 
gets the latest information on service 
calls, and plans his route accordingly. 

“This has worked out quite well,” 
Mr. Wilmer says. “But we feel that 
the saving of time is so valuable that 
we are contemplating the installation 
of a mobile telephone in the truck, so 
that Parsley can get the messages that 
much faster.” 

Major portion of the work, of 
course, consists of lamp changing, re- 
placing of sta:ters, and cleaning, 
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though Parsley is also in charge of 
making new fluo-escent installations. 
When a_ new installation is com- 
pleted, the customer is then offered 
a special maintenance plan. The com- 
pany normally guarantees new fluores 
cent fixtures for 90 days after their 
installation, but if the customer will 
sign the maintenance contract, 
Chewning & Wilmer will give him an 
additional 90 days free maintenance. 

“We do not feel that this is taking 
a big tisk,” Wilmer smiles. ‘“Gen- 
erally if a part is defective it will go 
wrong in the first 90 days anyway. If 
it isn’t, it will more than likely last 
more than six months.” 


Success Depends on Volume 


Wilmer feels that the over-all suc- 
cess of fluorescent maintenance de- 
pends entirely upon building volume. 
“Our customers are really our best 
salesmen,” he says, “for they all ap- 
pear to be satisfied at having the 
maintenance problem off thei: hands. 
We do meet with some definite sales 
resistance among the firms and stores 
which have a great number of fixtures. 
Since our rate is so much per fixture, 
regardless of how many one stove has, 
many of them feel the bill is too 
high. Some of them have their own 
maintenance men, and add fluorescent 
maintenance to his duties. I am bet- 
ting, of course, that time will prove 
to them that ou: plan offers cheaner, 
cleaner, and better maintenance. The 

(Continued on page 96) 


Actual Cost Data 
Help Rural Sales 


Gu1B STATEMENTS about elect: 
being the cheapest hired man on fly 
farm are often wasted in trying to 
appliances, pumps, and modern 
trical equipment to the average f 
er. 

In a promotion to aid dealers 
are sclling farmers, the Kentuch 
West Virginia Power Company 
gathcred time study statistics \ 
translates electric equipment 
dollar-cost per hour. 

When a salesman can discuss 
of the prospect’s labor operations 
show the actual savings the pro 
will listen more attentively. 

A time study on one farm sh 
that electricity at a cost of 18 « 
replaced one man for one hour, 
in eight months 245 man-hours 
saved at a powe: cost of $44.10. 
labor cost running 64 cents an 
the net dollar saving was $112.7 

Some of the other examples 

Three quarts of milk will p 
the current to milk 350 poun 
milk a day and to cool it. 

Water can be pemped by elect 
for about five cents an hour 
prospect for a pumping syst 
asked if he can afford to work f 
cents an hour. 

Another pump selling illust 
cites that one pint of milk p 
w'll buy the power to pump wat 
fifteen cows. 

Three bushels of potatoes wil 
enough money to pay for the ¢ 
on an electric range for a fan 
four. 

One bushel of oats will pay f 
power to grind 1000 pounds of 

One cord of wood will se! 
encugh money to cut 27 cord 
wood. 

Three and a half bushels of sl! 
corn will pay for the cost of ci 
up 100 tons of ensilage and b! 
it into the silo. 

On a farm that has 300 hen 
egg per day will buy the electric 
light the hen house in winte: 
this light will increase egg produ 

Electric milking machines cut 
ing time in half which equals 50 
ing days a year if the farmer | 
herd of fifteen cows. Auto: 
drinking fountains for the cows 
add as much as ten per cent t 
milk p-oduction and sterilamps i! 
barn will reduce the danger of 
tamination of the cows by airl 
diseases. 

In one instance where undepenc 
able pickup truck service resultc: 
milk spoilage, a milk cooler paid 
itself in short order. 


‘ 
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THE PRINCIPAL REQUIREMENTS of 
iny satisfactory wiring installation are 
those of safety and adequacy. The 
National Electrical Code and various 
local codes are written to provide 











safety; however, adequacy docs not 
necessarily follow as a direct zesult of 
meeting the requirements for safety. 
When planning an installation provi- 





sion should be made for reasonable 
future additions to the system and for 


flexibility in its use. 









Requirements for Safety 






A wire can carry only a certain a- 
mount of electric current without be- 
ng overheated. This amount will 
vary, depending upon the c-oss-sec- 
tional area of the wire, the composi- 
tion of the insulating material cover- 
ng it, and the number of wires en- 
closed in a tube or conduit. The 
principal types of insulation available 
for building wires and their uses and 
imitations are given in Table 1. 
lable 2 gives the allowable current- 
carrying capacity for not more than 















This article is adapted from a chapter 
in the Westinghouse Lighting Hand- 
book. Copyrighted, 1947, by Westing- 
house Electric Corp. 










Designing Wiring for Lighting 


A step-by-step procedure 
for calculating wiring for 
lighting loads that will as- 
sure adequacy and safety. 


th-ee conductors in a raceway or cable. 
If the number of conductors in a race- 
way or cable is from 4 to 6, the allow- 
able current-carrying capacity of each 
ductor shall be reduced to 80 per cent 
of the values in the table. If the 
number of conductors in a raceway or 
cable is from 7 to 9, the allowable 
current-ca-rying capacity of each con- 
ductor shall be reduced to 70 per cent 
of the values in the table. Table 3 
shows the size conduit required for 
various sizes and numbers of conduc 
tors 
Power Factor and Line Current 

The total power in any direct-cur 
rent circuit or in any alternating-cur 
rent circuit with onlv resistance loads, 
such as filament lamps, may be ex- 
pressed by the fundamental equation: 
= Volts 


In such circuits the total watts arc 
active in doing useful work; that is, in 


Total Watts = < Amperes (1) 








heating the filament to incandescence. 

Electric discharge lamps such as 
fluorescent lamps and mercury vapor 
lamps require ballasts to limit the cur- 
rent to rated values. Since these bal- 
lasts are not pure resistance loads, 
some of the cur:ent flowing in the cir- 
cuit is not effective in the operation 
of the ballast or in the production of 
light. 

In these circuits the product of 
volts and amperes is not equal to the 
active watts as read by a wattmeter 
because such a meter measures onl) 
the active power used. It is therefore 
necessary to use a different equation 
to express the active watts in such a 
circuit. 
Total Watts (active) 


—==Volts X Amperes X Power Factor 
or 


Total Watts (<ctive) 
Amperes=— ——— . 
Volts X Power Factor 


Power Factor, therefore, is the ratio 
of the active power (as read on the 
wattmeter) to the product of the 


volts and amperes (as read on meters 
This ratio is 


placed in the circuit). 











Table 1 — Classification and Uses of Building Wire 





Max. 
Type Operating 


rade N 
— Letter Temp. 





Special Provisions 


Trade Name 





Max. 
Operating 


Temp. Special Provisions 
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— 60C 
Code Rubber R , General 
no — — — nn Dry - 9 omy. Not for 
feat-Resistan . e 200C general use. mn raceways, 
b RH 167F General use. Asbestos 392F only for opt oa within 
scenes apparatus. Limited to 300 V. 
Moisture. 
a ae Rw 60C General use and wet i 
“ere 140F Seeathens, Dry locations only. Open 
— _ ied aa gee | in cisco, out’ ber tools 
Later Rubber RU 140F General use. 2 HF ve wile exggnenan. 
imited to : 



























Open work No. 14 to 
2,000,000 C.M 





General use. " 

Thermoplastic T acee No. 14 to 4/0 inclusive. 125C iM og ey onS 

40 yo —a 14 to Asbestos 257F only for leads to or within 

—_ satan: — apparatus. Limited to 300 V. 
te use and wet D I 

locations. ry locations only. Open 

TW ae No. 16 to 6/0 inclesive. a Ata 125C wiring. Not for general use. 

257F In raceways, only for leeds 


to or within apparatus. 
































For underground service con- 




























































ner moplastic 90C . a 

end Ashestes TA 194F Switchboard wiring only. Paper A. 2 ductors, or by special permis- 
as ‘ sion. 

Varnished = Dry locations only. Smaller . 

Cambrie ’ 18SF = n No. 6 by special per- p> Re ln where 
tea scacen p~- SB we mena will om those 
re urning . 94 permitt lor ru -covered 
| Ashe toe and ioc ; or varnished cambric-covered 

betrays AVA 230F Dry locations only. conductors. 

Aebestes andl Slow-Burning 6 90C Dry locations only. Open 

Varnished - AVL 110C a ee ee Weatherproof SBW 194F wiring only. 

Cambrie 230F 

~~~ Open wiring by special per- 

Asbestos and = Weatherproof Wwe A" mission where other — 

Vernished P 7 tions are not suit 

C. bas AVB 194F Dry locations only. existing conditions. 
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Table 2 


Table 3 





CONDUIT SIZE 


cmmmieie x CURRENT-CARRYING EAPACTTCES r oa 

CONDUCTORS IN AMPERE a 

Not More the Three Conductors in asain or Cable 
(Based on Room Temperature of 30°C, 86°F) 





Rubber-Covered Types RF-32, R, RH, RW and RU 
Thermoplastic Types TF, T and TW 
(One to Nine Conductors) 





| Paper 


| 
| 
| 
| 


H Thermo- 
plastic 


-————|_ Type 
Thermo- | Yar-Cam AVA 
plastic | Type V | Type 
— 7 AVL 
Asbestos 
| Var-Cam | 
| Type 


| Asbestos | Asbestos 
| Typo TA | Var-Cam 





Number of Conductors in One Conduit or Tubing 
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usually expressed in p 


’ Total Watts (active) 
Power Factor==— a ade : 
Amperes X Volts 


From equation (2), it is readily 
seen how the power factor affects the 
total current in a circuit. When the 
power factor is 100%, the current is 
at a minimum and the product of the 
amperes and volts is equal to the 
active watts as measured by a watt 
meter. If the power factor is 50% 
the current in the circuit is doubled: 
if it is 80%, the current will be in 
creased by 25%, etc. 

As an illustration of the effect of 
power factor, assume that a load of 
2400 watts at 100% power factor is 
connected to a 120-volt circuit. Un 
der these conditions the current 
would be 20 amperes and would 
quire at least number 12 type R wire 
If, however, a 2400-watt load with 
80% power factor were connected to 
the same circuit, 25 amperes would 
be drawn and number 10 wire would 
be required. 

Thus, in determining the size of 
wire requi-ed, it is necessary to know 
the power factor as well as the wattage 
of the load. Failure to consider the 
effect of power factor on the current, 
especially when the circuits are heavily 
loaded, may result in  over-heated 
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wires, excessive voltage drop, or inte: 3. Determine wire size from ‘lab! 
ruption caused by the opezation of 
protective equipment. en Oi & es Aa 
The following steps will simplif idequate voltage at the lamp wi 
vith the total current in the 


the selection of feeder and branch 3 : 
; . . ind the length of run. Table 
circuit wire s1zes. a 


ites the wire size necessary 
1. Determine length of run. various loads with specific 
lrop. 
ne ‘ ‘der ¢ ! iad ‘ o 
Leng? = a ec feed Wiring sizes should be suff 
> wire leng O Oo! x 
egy ee ~ ~ . n t BoA uty the required current to its 
istance e service cn E shtlzeats Sees 
i r . poe a, ot 1 f utilization with the minimum 
o the branch panelboard. a ' 
ee agers ige drop consistent with econ 
bri : > distanc: * . he 
— tee ra - d ne peration of the lighting system 
ie panelboard to the outlet ee 
owable drop from an 
nearest the center of the branc 
cuit load. In cases where out ae iy te sgt 
the same branch circuit are widel\ a the equipment being 
se 1 a b Ries Saat? ut a practical as well as an eco 
ge ee f ™ peter hi i limit for lighting installations i: 
culate 1¢ drop or each Individua 


The wire size necessary to 


{ 
+ 


4 


ec 


tandpoint varies somewhat di 


drop from panelboard to the cen! 
outlet - : , ae 
; the load. Feeder circuits shot 
2. Calculate the wattage or ampere limited to a maximum drop of 
load. This is a general tule, h 
since physical conditions may 
When incandescent lamps arte em- the design. It is well to limit 
ployed, the total wattage of the sour- total voltage drop under full 
ces fed by a particular circuit is the where practical, to 3% of line : 
sum of the individual lamp wattages. from the mains to branch circuit | 
When the load includes mercury va- centers. When wire larger than 
por or fluorescent lamps, the tctal ber 10 is required to eliminate 
wattage is the sum of the lamp w.tt- sive voltage drop on branch 
ages plus the sum of the ballast loss’s. split the circuits or move the | 
In the latter case it is more accurate board closer to the load center 
to determine the load in terms of am- 
peres (formula 2) thezeby taking into Exzmple 
account the power factor of the equip To find the size of wire require: 
ment. a branch circuit 60 feet long (12! 
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DES PR me aay ia me eg ea eae 
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of we) having a load of 1300 watts 
and connected to a 115-volt circuit, 
turn to the table and opposite 1380 

the nearest value to 1300) below DIRECT 
1 length of run of 60 feet will be 

found 10, which is the wire size re COMMERCIAL - INDIRECT 


COMMERCIAL - DIRECT 
1 : 


Wiring Suggestions Ae 
/ INDUSTRIAL- 
|. Branch circuit panelboards DIRECT 

, where possible, be located at 

the load center. 
(ood practice requires that a 
ircuit be added for each five 
circuits to provide for future 


Circuit-breaker panelboards have 3 m1 ; 
ivantage of g-eater convenience WATTS PER SQUARE FOOT 
iplicity of operation. They also 
switch control of branch cir 











Fig. 1. This handy chart provides an approximation of the load required 
ymmercial installations it is al for various foot-candle levels and types of fixtures. Enter chart at left at 
sirable to seevesate conven the desired foot-candle level. Follow horizontal line to its intersection with 
Pesan wl ie a curve for type fixture to be used. Directly below point of intersection read 
utlet branch circuits from th« the approximate load in watts per square foot. 





lighting circuits. Spacing and num- 
Table 4 ber of outlets per circuit will be 
determined by the nature of the elec- 


BRANCH CIRCUIT AND FEEDER WIRE SIZES trical requirements. For example, an 
FOR VARIOUS LENGTHS OF RUN electrical appliance store will require 
many more convenience outlets and 


| On short runs, where voltage drop does not affect wire size, the table y , acityv TV > 
| shows minimum permissible commercial size Brown & Sharpe gauge greater capacity than a grocery store. 
| rubber-covered copper wire according to the National Electrical Code. The minimum number of outlets 
for the sales area of a store is one out 


; Two Per Cent Loss in Voltage on 115-volt, 2-wire circuite. 
aaisias | One PesGaat iocte Vohhanten aad Skee. let per 400 square fect of floor space. 
For the show windows, one outlet fo: 
Length of Run in Feet every 50 square feet of window floor 
poe} a eG Sieh ee space is the accepted minimum. Ceil- 
- ing receptacles should be considered 
when designing show window wiring. 

In general office areas, wall con- 
venience outlets should be spaced not 
more than 20 feet apart, and in pri 
vate offices not more than 10 feet 
apart. Outlets in offices are usuall; 
placed in the wall or columns above 
the baseboard except where machines 
in the center of the room require out 
lets in the floor. 

Manufacturing areas should have 
at least one outlet for every 20 linear 
feet of wall space or one outlet per 
bay (approximately 400 sq. ft.) Nor- 
mally, outlets are located for specific 
machines or operations. 
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Estimating the Capacity 
of a New Lighting Installation 
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In a new building, wiring is some- 
times installed before the lighting lay- 
out has been definitely established. It 
is, of course, desirable to have specific 
info-mation as to the total lighting 
2/0 load before designing the wiring, but 
when the lighting arrangements are 
not settled, the procedure below may 
mie ett be followed. This method should be 


2/0|3/0|4/0 
/0|3/0|4/ (Continued on page 96) 
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Table 2 


Table 3 








anew CURRENT-CARRYING Ata 
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Not More he Three Conductors in meal or Cable 
(Based on Room Temperature of 30°C, 86°F) 
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usually expressed in p 
(3) 
Tot: al W atts (active) 


Volts 


Power Factor= 
hanes res 


From equation (2), it is readily 
seen how the power factor affects the 
total current in a circuit. When the 
power factor is 100%, the current is 
at a minimum and the product of the 
amperes and volts is cqual to the 
active watts as measured by a watt 
meter. If the power factor is 50%. 
the current in the circuit is doubled: 
if it is 80%, the current will be in 
creased by 25%, etc. 

As an illustration of the effect of 
power factor, assume that a load of 
2400 watts at 100% power factor is 
connected to a 120-volt circuit. Un 
der these conditions the current 
would be 20 amperes and would 1 
quire at least pails 12 type R wire 
If, however, a 2400-watt load wi th 
80% power factor were connected to 
the same circuit, 25 amperes would 
be drawn and number 10 wire would 
be required. 

Thus, in determining the size of 
wire requi-ed, it is necessary to know 
the power factor as well as the wattage 
of the load. Failure to consider the 
effect of power factor on the current, 
especially when the circuits are heavily 
loaded, may result in over-heated 
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wires, excessive voltage drop, or inte? 
ruption caused by the opezation 
protective equipment. 

The following steps will simplif 
the selection of feeder and brancl 
circuit wire sizes. 


1. Determine length of run. 


Length of run of a feeder 
(one wire length only) is co: 
the distance from the service cn 
to the branch panelboard. 
branch circuit, it is the distan 
the panelboard to the outlet 
nearest the center of the bran 
cuit load. In cases where out 
the same branch circuit are widel 
separated, it may be necessary to cal 
culate the drop for each individua 
outlet. 


2. Calculate the wattage or ampere 
load. 


When incandescent lamps are em- 
ployed, the total wattage of the sour- 
ces fed by a particular circuit is the 
sum of the individual lamp wattages. 
When the load includes mercury va- 
por or fluorescent lamps, the tctal 
wattage is the sum of the lamp w. tt- 
ages plus the sum of the ballast loss 
In the latter case it is more accurate 
to determine the load in terms of aim- 
peres (formula 2) thezeby taking into 
account the power factor of the equip 
ment. 


Determine wire size from [al 


The wire size necessary to p 
idequate voltage at the lamp wi 
vith the total current in the 
ind the length of run. Table 
ites the wire size necessary to 
various loads with specific 
drop. 

Wiring sizes should be suffic 
arry the required current to its 
f utilization with the minimum 
ge drop consistent with econ 
peration of the lighting system 

lowable drop from an ec 

indpoint varies somewhat di 
ig upon the equipment being 
but a practical as well as an eco 
limit for lighting installations is 

drop from panelboard to the cent 
the load. Feeder circuits shoul 
limited to a maximum drop of 

This is a general rule, ho 
since physical conditions may 
the design. It is well to limit 
total voltage drop under full 
where practical, to 3% of line v 
from the mains to branch circuit ! 
centers. When wire larger than 
ber 10 is required to eliminate 
sive voltage drop on branch cir 
split the circuits or move the | 
board closer to the load center 


Exzmple 
To find the size of wire required fo 
a branch circuit 60 feet long (12! 
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of wire) having a load of 1300 watts 

and connected to a 115-volt circuit, 

turn to the table and opposite 1380 

the nearest value to 1300) below DIRECT ae I 
length of run of 60 feet will be ; DIRECT - 

found 10, which is the wire size re 


COMMERCIAL - INDIRECT 
quired 
COMMERCIAL - DIRECT 

ered, 


Wiring Suggestions |Z 
; y INDUSTRIAL~ 

sanch circuit panelboards OInECT 
, where possible, be located at 
the load center. 
ood practice requires that a 
ircuit be added for each five 
circuits to provide for future 


ircuit-breaker panelboards have 3 % S 
vantage of g-eater convenience CS Os Se Oey 
iplicity of operation. They also 
switch control of branch cir 











Fig. 1. This handy chart provides an approximation of the load required 

unmercial installations it is al for various foot-candle levels and types of fixtures. Enter chart at left at 
‘rable = TAC the desired foot-candle level. Follow horizontal line to its intersection with 
sirable to segregate conven : ; : : ; i 

at Veena 6a =) curve for type fixture to be used. Directly below point of intersection read 
itlet branch circuits from the the approximate load in watts per square foot. 





lighting circuits. Spacing and num- 
Table 4 ber of outlets per circuit will be 
determined by the nature of the elec- 
trical requirements. For example, an 
electrical appliance store will require 
many more convenience outlets and 


On short runs, where voltage drop does not affect wire size, the table ate Hy Ty , 
shows minimum permissible commercial size Brown & Sharpe gauge greater capacity than a grocery store. 
rubber-covered copper wire according to the National Electrical Code. The minimum number of outlets 

for the sales area of a store is one out 


| Per Cent Loss in Voltage on 115-volt, 2-wire circuite. 
fated on | Que Per Gene Lone i Voltage on 220volt,2rre Circulta let per 400 square fect of floor space. 
For the show windows, one outlet fo: 
cree Length of Run in Feet every 50 square feet of window floor 
| Load | Load space is the accepted minimum. Ceil- 
eles wot land ems aa ies ea ts ae ing receptacles should be considered 
=_* when designing show window wiring. 
~ &. 1. b. . oe I ] offi reas, wall con- 

n general office areas, 
12) 12] 12 venience outlets should be spaced not 
12} 12] 10 more than 20 feet apart, and in pri 
12! 10! 10 vate offices not more than 10 feet 
apart. Outlets in offices are usuall; 
wre Tae Boon placed in the wall or columns above 
10} 10) 10 the baseboard except where machines 
8 in the center of the soom require out 
8 





BRANCH CIRCUIT AND FEEDER WIRE SIZES 
FOR VARIOUS LENGTHS OF RUN 
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lets in the floor. 

Manufacturing areas should have 
at least one outlet for every 20 linear 
feet of wall space or one outlet per 
bay (approximately 400 sq. ft.) Nor- 
mally, outlets are located for specific 
machines or operations. 
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Estimating the Capacity 
of a New Lighting Installation 
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In a new building, wiring is some- 
times installed before the lighting lay- 
out has been definitely established. It 
is, of course, desirable to have specific 
2/0/2/0)3, info-mation as to the total lighting 
2/0)2/0 load before designing the wiring, but 
2/0|2/0|3/0 when the lighting arrangements are 
37013701370 not settled, the procedure below may 

be followed. This method should be 


2/0|2/0}3/0/4 
/0|2/0|3/0]4/0 (Continued on page 96) 
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Engineering Helps to Sell 
His Contracting Services 


E\LECTRICAL ENGINEERING work for 
certain types of jobs is one of the serv- 
ices offered by the Juncman Electric 
Company, commercial and industrial 
contractors of Birmingham, Alabama, 
and it’s a service that has paid off in 
profits, according to George Juneman, 
owner and operator. 

Mr. Juneman presently employs 
Lyle E. Johnson as an engineer, and 
Mr. Johnson stays busy full time mak- 
ing working drawings, estimating, and 
planning the buying of materials. 

Johnson, wh:le not a graduate elec- 
trical engineer, obtained the necessary 
mathematical and analytical back- 
ground in college, and has a great deal 
of field experience, which, according 
to his testimony, is his most valuable 
asset. 

“Some of my drawings may look a 
little rough to a full-time draftsman,” 
he says, “but I am drawing them for 
the electrcian and mechanic on the 
job, and my field experience helps me 
to know what he will understand.” 

It is Johnson’s custom on his work- 
ing drawings to refer to various itcms 
in the terminology used by the work- 
ing mechanic rather than to use ‘cata- 
log numbers and descriptions, though 
these are usually supplied for cross re- 
ference. 

An example of the type of engineer- 
ing work done by Johnson is that of 
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the Precision Crown Company plant 
n Birmingham, where he filled in the 
entire electrical layout on the existing 
plans. In other jobs, Johnson had 
done the engineering layout from the 
ground up, and he has found that 
quite often this work meant the dif- 
ference between whether the company 
got the job or it would go to another 
contractor. 

The engineering factor often brings 
in jobs in the following manner: a 
builder or an architect will know of 


J 
ELE 





George Juneman, left, and his engj- 

neer, Lyle Johnson, look over plans 

in the roomy drafting room in which 

most of the engineering work is done 

for jobs handled by Juneman Electric 
Company. 


the provision for enginecring t! 
made at Juneman, and will ofte: 
with the company from beginn 
end because of the services 
Others may get Juneman to 
engineering and then give him t 
because of his prior knowledg 
installation. 
The Juneman firm, which is 
at 3021 4th Ave. So., in Birmit 
occupies a building with plenty 
age space, which is quite valu 
the company’s field of cont g 
Juneman does commercial, I 
dustrial, and mavs residential g 
and keeps a large inventory of 
rials. 
Admittedly, Johnson says, th 
head on engineering work 
times costly, especially on the 
jobs. Juneman accepts small 
even though the overhead 
however, for it helps him to |} 
men continuously employed, 
in,” or completing these jobs, 
when it otherwise might be 
to lay them off. And regula 
brings better employee relatioi 
Juneman does about 80% 
gas-conversion burner work f 
Birmingham Gas Company, 
a running contract with the 
and Pacific Tea Company, cha 
cers, for their installations of ai 
tion'ng, deep-freeze units, and v 
display lighting systems. 
(Continued on page 96 
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Exterior view 


of Tuonemon Eleetrie Company bu'ldine in Birm'ivghem shews 


storage space added to rear of building, and also the large lot at the side 
of the building, which is used for reeling wire. 
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Selling Service at “Cost - Plus” 


Customers are learning that cost- 
plus often can be the lowest cost. 


TENSIVE CONVERSION of §anti- 

ed buildings into structures mod- 

d with efficient wiring and elec- 

t equipment has induced most 
trical contractors to operate on a 
t-p'us” rather than a _ contract 
vhere this type of work is in- 


1¢ Harvill-Byrd Elect-ic Co., of 
Little Rock, Ark., has adopted this po- 
id finds it most satisfactory. The 
s of the company report that 
have secured some choice jobs 
r tevritorv in the face of com- 
m with others who do strictlv 
act work. 
I’, Byrd, co-owner with Lee 
Harvill, relates why his firm switched 
contracting to the cost-plus sys- 
and why his customers like it. 
No one knows what problems will 
ncountered when an old_ build- 
remodeled. The only way an 
rical contractor can safeguavd 
clf against loss is to make his bid 
enough to cover unexpected ob 
The cvstomer knows this 
is willing to trust a reputable 
cal company that employs skil- 
nen. Cost-plus is often the low- 
st. 
Vhen we send a crew of men to 
job, we tell the general con- 
t tr or the owner, if we are deal 
vith him. that we will work as 
ind as efficiently as possible, sav- 
very dollar we can in labor and 
rial costs. Often we can state 
ximately what the job will cost, 
we are not bound with a con- 
The customer trusts us b« 
we have worked to win a re- 
putation for being fair and efficient.” 
ne of the specialties of the Har- 
vill-Byrd Electric Co. is replacing an- 
tiquated switchboards with mode-n 
aes. A typical instal'ation, made 
ecently for one of the largest hotels 
n the city, included modernizing the 
cnfire wiring system. New lighting 
panels were installed throughout the 
building, necessitating taking out the 
old two-fuses-per-circuit tvpe and in- 
staling the one-frse solid neutral 
type. The new switchboard was put 
in to take care of all the panels in 
the building. 
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Another cost-plus job recently com- 
pleted was replacing an obsolete live- 
face switchboard in a large office 
building with a new switchboa-d. 
The job was a complicated one, tre- 
quiring that there be no serious in 
terruption in elevator or power ser\ 
ice. The new board was installed in 
sections, and the four elevators wer: 
kept running continuously. In onc 
night the change-over was effected. 
The local powe- company disconnect 
ed the main feeders in the’r trans 
former vault for the n‘ght. The clec 
tricians then set up the main break 
er, connected it to the service, and 
next morning the clevators were in 
operation again. 

The building engineer is so grati 
fied with the new switchboard that 
he keeps the old one, with its ex 
pesed switches, on display in the base 
ment to show to those interested in 
modernization. 


Some Unusual Jobs 


Handling difficult iobs successfully 
has won fo- Havvill-Byrd Electric Co. 
the reprtation for working out puzzl 
ing prob'ems in new electrical devices. 
To illustrate, one of the outstanding 
jobs just completed was for a jewelrv 
store that had constructed a hand 
some new building equ‘pped with 
recessed flourescent and incandescent 
lights. Making a bid for the lighting 
job in that new building would not 
have been much of a problem for a 
good electrical contractor, but there 
was a p-oblem other than lighting. 
The owners wanted the diamond 
windows protected with an electrical- 
ly operated steel curtain that could 
be lowered over the front at night, 
so that it would not be necessary to 
remove the gems from the windows 
when the lights went out. 

“Furn'sh that electrically-operated 
steel curtain,” the architect told the 
Harvill-Byrd Elect-ic Co. It was a 
job to tax the ingenuity of an elec- 
trical engineer. A special motor had 
to be built. and there was a problem 
of counter balance to work out. But 
these were problems for the Harvill- 
Pvrd Electric Co. to solve. The re- 
sult was a curved steel curtain run- 











A reputation of being able to ex- 
ecute unusual jobs is particularly 


advantageous to the _ contractor. 
Harvill-Byrd Electric Co., of Little 
Rock, capitalize heavily on _ this 
ability. One such job recently com- 
pleted involved the installation of 
electrically operated steel curtains 
to protect jewelry windows after 
the store closed at night. 


ning in a grove behind the glass for 
each of the two diamond windows. 
When the lights in the window go 
off, the curved sheet of steel comes 
down and forms an impregnable bar 
to burglars. In the morning a push 
button sends it up again. The bill 
for the jewelry store job was $15,000. 

Another ingenious iob completed 
recently on the cost-plus basis was 
the wiring for a handsome new drug 
store with a long soda fountain bar 
completely electrified. The unique 
feature he-e is a conveyor belt under 
the 65-foot counter that conveys 
dishes and refuse to the rear. The 
Harvill-Bvrd Electric Co. was told to 
provide that belt and some means to 
keep it clean. The result is one of 
the most efficiently operated soda 
fountains in the South. The elec- 
trical job totaled $24,000. It in- 


cluded that long conveyor belt. the 
unique arrangement of brushes that 
automatically clean it, returning it dr 
to the f-ont, the fluorescent and in- 
candescent light fixtures, and the elec- 
trical appliances -for fountain 
kitchen. 


and 
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Another job that taxed the ingenuity of the Harvill-Byrd Electric Co., was 

the design and installation of a conveyor belt under a soda fountain to 

carry dirty glasses and refuse to the back of the store. The design included 

an arrangement to clean the belt before its return to the fountain area. 

Above is view under the fountain; below, the belt is shown delivering its 
burden to the dishwasher in the rear. 


Although the Harvill-Byrd Co. specializes in large electrical installations it does 

not neglect the profit opportunities in the sale of home appliances and in 

residential electrical wiring and re-wiring. Here, Mr. Byrd is showing an 
electrical refrigerator to a prospective buyer. 








42 











Mr. Byrd, could not have been cd 


efficiently except on a cost-plus bas 
One creative job begets anoth 
such as one that is being done n 


for a surgical supply company. 


ing notes from the jewelry store th 


the Harvill-Byrd Company had wir 
the surgical company gave the cl 
trician the order to arrange a light 
system that would display surgical 
struments like jewels. That orde: 
being carried out in an outstand 
way with ceiling and spotlight 
tures. 

The unique electrical job her 
the electric -ye that opens the d 
The cos*-, .us bill is for $12,000. 

Unique devices like this that 
be talked about are growing m 
and more popular, states Mr. By 
They are part of the company’s p 
for selling its services. 

“The creative electrician who tu 
out something different,” he said 
building a reputation for himself t 
places him beyond a_ competi! 
basis on many a good job.” 

Harvill-Byrd employs two supx 
tendents, one for inside jobs, 
other for high-line work. Sey 
large electrification jobs are now 
derway for REA and for the So 
western Power Administration. 
costs run into large figures. 

But although many la-ge job 
sought, the smaller ones are not 
stepped. The Harvill-Byrd 
shows an attractive assortment of 
trical fixtures for residences ai 
wing devoted to home applia: 
Volume on these cannot be exp 
ed without service on residential 
ing. 

Several of the 20 electricians 
ularly employed are delegated 
small jobs, especially for resident 
wiring. 

When the building boom subsi 
as it will eventually, more small 
will be cultivated. Even for 
dential wiring, the Harvill-Byrd ! 
tric Co. favors the cost-plus syst 
A customer who trusts the electri 
enough to deal with him on 
basis, if treated fairly, becomes 
gular customer. A substantial list 
such customers greatly reduces 
cost of getting business. 


More powerful electric generat 
are scheduled for automobiles, to 
erate such robot-age factors as elect 
windshield wipers and devices to 
just seats and windows, to open t 


hood, raise and lower the top. 1! 


generato-s are expected to rise in t 


next few years from today’s 35 ai 


peres to 60-85 amperes. 
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A creative job like this, maintains 
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«Let’s Quit the Fighting” 
These Contractors Urge 


(00 MUCH FIGHTING — between 
cal contractors,” has definitely 
| the electrical indust:y, two 

D: s in the Ware Electric Com- 
pany, of Waycross, Georgia, believe. 
“Perhaps this tugging and pulling 
t each other has been merely an 
wth of competition,” the two 
tners state, “‘but nevertheless it has 
da bad impression in the pub- 
id.” 
L. M. Pickard, who worked some 
1s with the Georgia Power 
( any, in Waycross, is president 
eneral manager of Ware Elec- 
t vhile L. G. Fraley is secretary- 
rer. However, the two run the 
ation as a partnership. Fraley 
was the Waycross city electric inspec- 
tor for many years. 
th these backgrounds they 
't lacking in experience when 
started their new electrical con- 
ng business in the thriving town 

Waycross in January, 1946. Ina 
vear and a half they have estab- 

shed themselves as being among the 

»onsible contractors in the area. 

We believe that competition a- 

g electrical contractors has forced 
of them to use methods they 
| not otherwise have employed,” 

partners declare. ‘Perhaps we are 
2uilt-free, but we certainly have 

tempted to uphold our standards.” 

[he partners then cite instances in 

h othe: electrical contractors have 

idersold” wiring jobs in their deter- 

ition to get the contract. 

lhe contractor would make his 
low that he would have to do 

in inferior job merely to break even. 
With all the energy expended in the 
try for adequate wiring promo- 
these actions have certainly 
cheapened the industry. The con- 
tor who got the job didn’t make 
money and he didn’t let anyone 
make any.” 
Because of their adherence to the 
principle of bidding a job with a price 
to cover adequate wiring and installa- 
n, “we haven’t got jobs easily,” the 
rtners remark. 
Yet, they have obtained some of 
: larger industrial and commercial 
ing jobs that have been given out 
| the Waycross area during the past 
18 months. Among these we-e the 
ring installations for several large 
turpentine stills, the Ware County 
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Health Center, and the $5,000 con- 
tract for wiring and lighting in the 
new building of radio station WAYX, 
the only station in Waycross. 

The major feature of the lighting 
in the new radio station building is 
the design prominence given to 
smooth modernism. The total cost 
of the structure was estimated at 
about $100,000. Finished in gray 
marble outside, the interior of the 
building emphasizes the clean, stream- 
lined impression desized by a modern 
radio station. 

The large entrance hall is impres- 
sively lighted by cold cathode indirect 
lighting fixtures which are concealed 
behind a niche halfway up from the 
floor to the ceiling. In one of the 
smaller studios the instantaneous 
starting fluorescent fixtures provide 
high intensity lighting, while in the 
main large studios, focussing spots 
furnish the illumination. 

The building is located in the cen- 
ter of a wide field on the outskirts of 
Waycross, and the owners wanted no 
defacing wires breaking the smooth 
lines of the exterior; hence the plans 
called for about 200 yards of under- 
ground service. This included service 
to the 250-watt transmitter, with addi 
tional heavy service laid for later in 
stallation of FM transmitters. Out 
side service to the aerial tower is un 


derground to a point well clear of the 
building, where it continues above 
ground. Service to the tower consists 
of a %-inch coaxial cable for transmit- 
ter service, and two 34-inch leads, one 
of which will serve the FM transmit- 
ter when it is installed. 

“This is the kind of job that a con- 
tractor likes to do,” the partners re- 
mazk, “because it is the modern type 
of wiring and lighting that the indus- 
try is attempting to promote.” 

Their employees are all members 
(Continued on page..92) 








Electrical service to the aerial tower 

of Radio WAYX, Waycross, Ga, was 

installed by the Ware Electric Co., 

of Waycross. Below are the partners 

who operate this successful con- 

tracting firm: L. M. Pickard, left, 
and L, G. Fraley. 











Water Heater Sales Promotion 
Replaces Bottled Gas Units 


Most APPLIANCE merchandising 
authorities believe that the time to 
overcome bottle gas competition in 
the sale of water heaters and ranges 
is before the sale is consummated. 
Westover Appliance Company, of 
Richmond, Virginia, however, is 
proving through its own experience 
that intensive sales promotion can 
be applied successfully to household 
ers already having bottle gas equip 
ment—especially where the equip- 
ment has been in operation for some 
time and is not in the best of op- 
erating condition. 

The Westover company, just one 
year old in November, 1947, is op- 
erated by three ex-G. I.’s, brothers-in 





Westover Appliance Company sold so many 
water heaters in the project subdivision that 
electrical distribution problems developed for 
the Virginia Power Co., which serves the area. 
Here, Scott Hall, manager of the appliance 
store, goes over distribution diagram with G. F. 
Hadley, power company engineer. 


t 
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law, who analyzed postwar business 
prospects carefully and then selected 
the appliance field and the Rich- 
mond area as the objectives of their 
business efforts. They are Scott F. 
Hall, James O. Warden, and James 
D. Burke. 

Although they lacked specific ex 
perience in the appliance field, they 
were quite determined, studied their 
field carefully, and are now in the 
midst of conducting a careful promo- 
tion plan on water heaters and ranges 
that is netting them nice profit, and 
promises of considerable more. 

They got one of their best oppor 
tunities to get started on the water 
heater promotion in a ve terans’ hous 


Westover selected 
1 f : a water = heater 
' that would fit 
, t perfectly in the 
space available in 
the project kitch- 
ens. This un- 
doubtedly helped 
Be a great deal to 
close sales. 
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ing project which started n¢ 
The Richmond Junior. Chambe 


Commerce decided that it was g 


to do something to help vet 
get low-cost housing in Richm 
(his project ended up with the 
chase of some 100 surplus pre-f 
cated housing units in Norfolk 
the removal of these to Richm 
These were set up in the resid 
community of \vestover, with 
1ame of Norwood homes. 
were to sell for the average pri 
$5,600. The catch was, they wer 
quipped with bottled gas water 
crs and ranges which came with 
house, and it looked as thoug] 
electrical appliance man would 
i hard time bucking the trade. 
It was when the bottled gas 1 
which had been used all during 
war, and which were not in firs 
condition, began giving trouble, 


the Westover Appliance Comp 


began to operate, with a selling 
based on bringing out the fine p 
of electric water heating. 

“IT had a definite advantage in 
ing the veterans families in the 
ject,” Hall said, “because I b 
one of the homes and live in 
project myself. I knew most of 
other occupants personally. 1 


had begun to form an action g 
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to get better water service from the 
county, so I had the chance to jump 
in the breach with my sales-talk on 
the advantages of electric hot-water. 


\nd there are, of course, plenty of 
then 

“Most of the veterans and their 
families were already thoroughly con 
vinced that an automatic hot water 
ystem was almost a necessity fo: 


nodern living. ‘The business of rais 
ing children and other home duties 
n the project gave me a market that 
eady convinced of the need for 
automatic hot water. So my main 
salc ilk concentrated on the typ 
ic advantages of electric hot 
rather than a gencral discus 

the hot-water business.” 
\inong the advantages available to 
ilies in the Westover projeci 
fact that the Virginia klec 
Power Company—which has 
pany selling slogan of “Hot 
Water By Wire’—had an _ off-peak 
neter service which offered contin 
150-degree hot water at onc 
er kilowatt-hour. For the av 
family this came to less than 


$3.00 per month; or around $5.00 to 

$6.00 per month for both electric 
heating and electric cooking. 

[he bill for the gas for the same op- 

t e! ; had been around $9.00, and 
Hall kept this figure constantly in 

his talks. He kept records, and pe- 


a number of families in the 


project to keep records, thus proving 
the fact that electric water heating 


was definitely cheaper. 

Hall’s sales talks also included the 
prominent features, with 
he acquainted himself to sell: 
|. lectric heating is completely 

iatic—no work, just continuous 
150-degree hot water all the time. 

2. Safe—no flame or dangerous 
gases, and the cabinet is thickly in 
sulated so that outside of water heater 
is cooler to the touch. Bear UL label 


fo] , 
[Cl Ving 
5 


3. Clean—no ashes, soot, grime, no 
vents 

+. E:fficient—all electric heat is ap 
plied to heating water instead of 
some heat going up flue. This gives 
added features of convenience: since 
no fue is necessary, the water heater 
can be placed anywhere in house. 
lhis makes it more 

>». Economical, for the heater may 









be placed close to bathroom and 
kitchen fixtures, eliminating long 

runs of pipe ar onseque > 
; “a pipe and consequent heat 
6. Odorless—this was quite a point 
. to consider for customers who had 
used fixtures with leaky gas connec- 

A tions. 
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Above, Scott Hall, of Westover Appliance Company, Richmond, gives a 

demonstration of his persuasive sales technique on electric water heaters. 

Another of the partners in the firm, James Warden, is shown below as he 
looks over an automatic percolater to get his sales talk in order. 





7. Dependable—not dependent up- 
on the calls of a bottled gas service- 
man who might not show up at the 
right time—electric hot water meant 
hot water all the time! 

Another thing Scott Hall quickly 
discovered and used to advantage was 
the fact that the square 50-gallon 
electric water heater (for which he 
has the franchise) was an almost per- 
fect fit for a recessed wall space in 
the kitchen of the pre-fabricated 


which 


houses. ‘The round heater, 
measured 24 inches in diameter, 
would not fit in this space, which 
measured 214% inches wide by 234% 
inches deep. ‘The square heater had 


the added advantage of more pleasing 
appearance in small kitchens. 

At any rate, with the pressure of his 
sales talks taking hold, it wasn’t long 
before the Westover Appliance Com- 
pany began selling a lot of water 

(Continued on page 94) 
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The many operation phases of H & H Electric Appliance 
Store of Lawrenceburg, Tenn., give emphasis to the words 
of the owners, H. A. and N. G. Hollander, that “Service is 


more than just repairs.”’ Recognizing the responsibilit 
of the small-town dealer, H & H is truly striving 
supply every electrical need in its prosperous community. 





Service is 


THE FIELD OF SERVICE that is open 
to an independent electrical appli- 
ance dealer in the promotion of sales 
and in proving the real meaning of 
“service” is an ever-expanding one to 
two brothers in Lawrenceburg, Ten- 
nessee. 

In the smaller towns such as Law- 
renceburg, which has a population of 
approximately 5,000, many shoppers 
and customers are not aware of the 
full possibilities of service they may 
attain through the use of electricity. 
They are not aware of it because it is 
often necessary for them to drive to 
the larger cities to see complete dem- 
onstrations and displays of electrical 
appliances, and these trips often do 
not leave a lasting impression upon 
the potential customer. Once given 
a chance to cool off, the consumer 
often changes his decisions. 

The two brothers H. A. and N. G. 
Hollander, of Lawrenceburg, knew 
that this was so when they started 
the H. & H. Electrical Appliance 
store at 208 North Military Street on 
November 3, 1945, and it was their 
firm determination from the very 
beginning to stick to their motto of 
“Everything Electrical.” They have 
stuck to it, and grossed some $70,000 
during 1946. But their earnest de- 
sire to; provide thorough sales and 
service in everything electrical to the 
residents of Lawrenceburg has made 
their work, their display, and their 
lines of merchandise expand until 
they were forced to make an addition 
of some 900. feet of floar space at 
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the rear of the spacious building they 
had already leased! 

“And we are still crowded for dis- 
play space,” H. A. Hollander says. 
The store itself does not give the im 
pression of being crowded, however, 
for the displays are so arranged that 
the maximum amount of merchan- 
dise is given a chance to be seen. In 
Mr. Hollander’s store the major ap- 
pliances, such as the kitchen sinks 
and cabinets, water heaters, home 
freezers, and ranges, are lined up 
against the wall, while the center dis 
play counters are packed with small 
fixtures, such as table lamps, bed 
lamps, various receptacles, and other 
items arranged so as to catch the 
eve. 


Objective: Complete Service 


The two brothers have spared no 
efforts to obtain the merchandise dur- 
ing the past two years, and credit 
their now well-stocked store to the 
fact that they have been unrelenting 
in their travels around the country- 
side and to the major distribution 
centers in their area to obtain mer- 
chandise for display and sale—as well 
as to obtain the scarce items such as 
conduit and various receptacles that 
are necessary for the installation of 
appliances. 

Typical of the Hollanders’ desire 
to serve the customers of their trad- 
ing area was their installation of a 
record shop. “We had customers 
coming in who bought phonographs 
and radio-record player combinations, 


than “Repairs” 


and then who complained be 
there was no place they could o 
good records—no place where 
could sit down and listen to rec 
and make their choice accord 
So we felt we would certainly be 
ing to serve these customers—an 
course, this again served to pr 
the sale of record-players in ou: 
by making an enlivened interes 
recorded music.” 

The record-shop cost the Ho 
ers some $3,000 to install and is « 
plete with spacious display rack 
records and record sets, and best 
all, has a soundproof booth wh« 
cords may be played by those 
wish to purchase. Clyde Vaughn 
manages the record shop—or 
checks, and handles sales of rec 
When he is not busy selling rec 
he often aids in other operations in 
the store. Records sold by the H. & 
H. record shop are most of the well 
known lines and a number of as 
ed albums. 

“A rather surprisingly profit 
sideline to the sale of records i 
the merchandising of needles,” 
Hollander remarks. “There 
many predictions about wasted 
money when I first brought in 55 
worth of needles, but we sold then 
rapidly. We handle needles 
cost anywhere from $7.50 for 
jewel-points down to 6 cents a p 
age, and we sell all of them.’ 

Installations on appliances, includ 
ing plumbing, are made in one <i} 

(Continued on page 93) 


ELECTRICAL SOUTH for NOVEMBER, 1947 











Doomed to Fail-- 
Rut He Didn’t! 


In that respect, M. D. Bobbitt, of Dallas, is 
like many other dealers who entered business 
**postwar” and are holding on tenaciously . . . 


ck IN 1938, Mrs. Bobbitt bought 


hing machine. Her thoroughly 


al husband, M. D. Bobbitt, 
| make the selection and in thc 
ss he became completely fasci 
{ with the idea of having the fran- 
for that particular washing ma- 


ybitt was in the residential con- 

tion business, in Dallas, Texas, 

e time, but he kept thinking to 

lf, “My, how I’d like to have 

franchise for that washing ma- 

’ until the power of suggestion 
certed its influence. 

\fter seven years of thinking how 
ould like to have that franchise, 
sot the franchise, along with the 
‘hise for a number of other lines 
mired, and on August 31, 1945, 

pened the doors of his Dallas appli- 
ce store to the public. 

\t the outset, it was a partnership, 

nsisting of Bobbitt and Edward E. 


Ellis, and still operates under the 
name of Ellis and Bobbitt—one of 
those war-born ventures doomed by 
some forecasters to wilt in the fierce 
heat of competition. 

But at the end of his second fiscal 
year of business on August 31, 1947, 
Mr. Bobbitt reported a 12-months 
sales solume close to $500,009. 

This was accomplished without any 
previous merchandising experience in 
the background of either partner, but 
there was good business judgement, 
and the policies and theories of do- 
ing business match a generally accept- 
ed conception of fundamentals for 
success. 

For illustration, as early as the 


Night view of the Ellis and Bobbitt 
s.wre on a heavily-traveled traffic 
artery, in Dallas, Texas. 


ELECTRICAL SOUTH for NOVEMBER, 1947 


summer of 1944, the partners sensed 
that commercial rents would rocket 
once restraints were removed. So 
they looked around, picked their lo- 
cation, and completed a lease that 
same season—in 1944. Then they 
locked the doors and cidn’t open. for 
business until more than a year later. 

This was on the theory that in the 
long run it would be less expensive 
to pay 1944 rent on the building and 
let it stand empty for a year. And 
this theory has panned out, for on 
the Ellis and Bobbitt location there 
is a difference of $200 a month in 
the lease figure and what the owners 
could get if the lease did not exist. 

Another advantage in picking and 
closing for a location at that time 
was that there was a big selection to 
choose from. 

“We started with nothing to sell,” 
Mr. Bobbitt recalls, “but now we 
have a store full of merchandise and 
can promise immediate delivery on 
everything in the way of appliances 
except refrigerators and ranges. 

“This business has been built on 
the policy that repeat customers are 
the only ones who make it possible 
to make a profit. 

“We believe that such repeat busi- 
ness will not materialize unless the 
basic factors about the institution are 
right. By that I mean that you must 
have the right kind of lines, the right 
kind of management, and the right 
kind of salesmen. 





Other views of Ellis and Bobbitt’s a: 
traclive store are shown here. At top 
is a general view of the display floor 
with its atmosphere of variety and 
abundance. Other outstanding fea- 
tures of the store are the model kitch 
ens and the radio and record listening 
booths. 


“Above all we believe that any 


. i 
is just as good, and no better, t! 
the service you make available ‘ 





users on that line.” § 
In carrying out these policies, | 
lis and Bobbitt made a careful sti 
of lines before deciding on the | 
they wanted. In this store a sp 
of courtesy and accommodation 
foremost in the conduct of both m 
agement and _ sales_ personnel 
mecting and dealing with custoin 
And the service department is m 
ned with the best personnel availa as, 
although because of heavy delive eg 
the firm has not vet been able to s 
enough service time to adopt 
policy of neriodic service calls on 1 “e 





users. é 

Bobbitt believes there are tl al 
other factors that have been lars 
responsible for the progress of 
iustitution. 

“We have been told,” he 
that we have one of the most 
tractive stores in Dallas. We 
tried to make it attractive. O pes 
corner location and on a_ he 
traveled artery of traffic, we thi 
we had an opportunity to mak 
impression on passers-by. he 
fic in front of our store is unus m 
heavy at night and what we hop ’ 
do is register, through impact 
lighting effects, the name of Ellis 
Bobbiti. 

“Another factor is our adverti du 
For radio and newspaper campa 19 
our bill is approximately $1,0( 
month. We don’t know whethe m 





is attractiveness of the store, o1 
vertising, or both, but it is a fact | 
10 per cent of our sales volume co1 in 
from people living across on me 
other side of Dallas, in a district ( 
miles distant. im] 
“A third influence is the court the 
and consideration that is shown ha 
customers of this store. We t the 
everyone the same, and that mean go 
that everyone gets the same attent! bla 
regardless of what he or she buy As 
whether or not there is any it 
mal 


And if we don’t have an item that 
requested, we tell a shopper wh 
the item may be found. Peo; 
remember such little things.” 
The Ellis and Bobbitt store is 
cated in suburban Dallas in the cent 7 
(Continued on page 92) 
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IxprcaTions are that Congress 
will support a stop-gap program for aid 
to l'urope, but a battle over the long- 
ange plan is in prospect. Much will 
lepcnd upon what the Europeans 
propuse to do for themselves. ‘The 
program worked out by the sixteen na- 
tions at the Paris conference covers a 
pile of typewritten pages nineteen 
high. * The report indicates 
that unprecedented action on the part 
of luropean countries is contem- 


For instance, it is proposed to allo- 
cate coal to the most efficient plants, 
manufacturing the most needed prod- 
ucts. This will mean the closing of 
certain plants in one country so that 
1 better plant in another country can 

have the coal it needs. If French 
coal is taken away from a French plant 
and sent to Italy in order that a more 
important plant may operate at maxi- 
mum capacity, it will demonstrate a 
spirit of co-operation that deserves 
support. The proposals are full of ideas 
intended to make western Europe op- 
erate more nearly as an economic unit. 
[he French coal industry has done 

a highly creditable job. Present pro- 


duction substantially exceeds that of 
1938. This is of great importance be- 
cause lack of fuel is retarding recovery 
more than any other one thing. The 
plan calls for the export of consider- 


juantities of British coal. That 
in turn involves the most drastic 
measures to increase the output. 
Currency stabilization is of great 
importance in France and Italy. Since 
the people of those countries do not 
have confidence in their currencies 
the tendency is to hoard crops and 
goods. Because of the food shortage 
black market operations aze extensive. 
As that business is highly inefficient, 
it is absorbing an undue amount of 
manpower. It is proposed to meet 
manpower shortage in France by 
bringing in considerable numbers of 
Italians and Germans. 


Have Program of Self Aid 


There can be little doubt that the 
sixteen countries have worked out a 
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lapitol Comment 


By Paul Wooton 


Business Press News Bureau 
Washington news with a business 


slant from the viewpoint of the 
business and trade press. 


program that provides for drastic steps 
intended to hasten their own recovery. 
Before Congress will go very far to- 
ward implementing the Marshall plan, 
however, it will be necessary to con- 
vince the American people that it is 
not a WPA for Europe. 

In supporting the plan the admin- 
istration has an advantage in that sen- 
timent strongly favors measures that 
will prevent the spread of Commun- 
ism. If France and Italy were to be 
added to the Russian sphere, it is 
feared it would augment Soviet 
strength and inflate its ego to the 
point where the United States would 
have to enlarge its military establish- 
ment. To put this country on a war 
footing would involve increased con- 
trols and regimentation. 

None of this is a pleasing prospect 
but there is some feeling in this coun- 
try that the best way to reverse the 
trend toward Communism in Europe 
would be to give them a taste of it. 
Fear is expressed in some quarters 
that we will impoverish ourselves and 
still not succeed in keeping Europe 
from going Communistic. The ad- 
ministration, however, has made it 








“See what I mean—she didn’t be- 
lieve she needed a new cleaner 
either.” 





clear that it is opposed to th:owing 
Europe to the wolves and favors an 
all-out effort to prevent the spread of 
Communism. 

If Congress does not go along, the 
issue will be put up to the people in 
the forthcoming campaign. In that 
event, more than one stop-gap appro- 
priation probably will be made. 


Restoration of Controls Unlikely 


Resumption of rationing and other 
controls is being urged in certain quar- 
ters. Chances are against any such 
action. Efforts in behalf of volun- 
tary restraints are being made, some 
surmise, as a diplomatic preliminary 
to a reimposition of controls. No- 
thing very drastic is likely to be done 
in an election year evcn were the 
situation worse than at present. Six 
or eight months would be required 
to prepare for rationing. Other con- 
trols go hand in hand with rationing. 
The necessa-y public co-operation pro- 
bably would not be forthcoming in 
peace time. 

Rationing would mean a return of 
the black market—a highly wasteful 
method of distribution. Any serious 
suggestion of rationing would be pre- 
ceded by a wave of buying for hoard- 
ing. 

It is difficult to persuade an Amer- 
ican to cut down on food so that a 
Greek may have more, but high prices 
in themselves go far toward prompt- 
ing restraint. When it costs a house- 
wife $20 every time she goes to the 
grocery, the whole tendency is to cur- 
tail waste. There is enough uncer- 
tainty about future prices to discour- 
age hoarding. The profit motive in- 
fluences commercial eating places to 
use the more plentiful foods. Changes 
of buying policies are being put into 
effect in the Army and Navy and at 
federal institutions. 

There are various things the govern- 
ment can do to prevent aggravating 
the situation. The Citizens Commit- 
tee will be able to influence the po- 
licies of large users of food products 
but greater production is the only real 
answer to the present problem. In- 
creased production of non-food items 
helps because such items take a part 
of the consumers dollar that otherwise 
would go for food. Per capita food 
consumption is one-third greater than 
prewar so there is room for reduction. 

A few months ago many economists 
expected a break in prices before this 
time. They still think that the sooner 
this happens the better, but they are 
not now so sure that such a develop- 
ment is imminent. They are leaning 
toward the view that another year of 
strong markets may precede any sub- 
stantial break. 
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Universal— 
Pressure Cooker 


STANDING six feet high, nine fect 
wide and three feet deep, this display 
features the Unive-sal Minute Savor 
pressure cooker. The display is made 
in three distinct sections so that it 
can be set up in less width than the 
over-all nine foot extension if so de- 
sired. 

The left hand panel illustrates in 
shadow box fashion and text the im- 
portant testing operations that the 
pressure cooker had to undergo in 
order to be granted the Good House- 
keeping Guaranty Seal. The middle 
panel shows a blow-up illustration of 
the cooker itself and ties the product 
definitely to its slogan “Three Seals 
to Safety with the Safe-T-Seal Cover.” 

The right hand panel emphasizes 
the testing operations conducted by 
Underwriters’ Laboratories. At the 
base of the center panel is an illu- 
strating panel setting diagonally to the 
floor with four full-color photo trans- 


i tis Sens to mone 
ae | Wad as © carne 


* 








| 


Mt ee 


tee 


parencies illust-ating meals that were 
actually prepared in the cooker. 
The ovez-all display creates consid- 
erable attention value and interest be- 
cause of its cycled illumination. The 
center panel is first illuminated, then 
the left hand panel, and then the 
right hand panel. ‘This is followed 
by the illumination of diagonal based 
food pictures at the lower center. Be- 
fore the cycle completes itself, the en- 
tire display is illuminated together 
and then No. 1, 2, and 3 repeat them- 
selves in alternating illumination. 


Moe-Bridges— 
Fluorescent Lamps 


THE PANEL DESIGN which features 
Moe-Bridges Unite-A-Lite fluorescent 
units is based on a sound and proved 
retailing maxim—dominating, atten- 
tion-getting display combined with 
the ability of the prospect to “work 
it” and sell himself. 


The panel shows the lamps with 


with Crom 


Vow you é he fidence B 
YZ S Ee - Se 
OPTS KS 


This colorful display panel which features the Universal Minute Savor 
pressure cooker creates considerable attention value and interest because 
of its cycled illumination and sales-provoking illustrations. 
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P. YOU SELL 
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ye 
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all attachable reflectors capable 
ing lighted individually for d 
stration or all at one time fo 
catching brilliance. A second 
fitted with a track extends out 
the main panel. Two open 
mounted thereon can be moved 
and forth, inviting the prosp 
“try it’ and see how units < 
plugged together without wir 
form a line of light. 

The boa-d is obtainable at n 
with a merchandise deal. It m 
60 inches by 65 inches. 


Sylvania— 


Light Bulbs 


Buy sutss like eggs is th 
chandising theme offered by S\ 
Electric Products, Inc., who ha 
troduced a “3-in-1” carton mc 
diser containing an assortment « 
of the most popular size bulbs, 
aged in the company’s Handy-5-! 

Each carton, when set up b 
dealer according to simple direc 
is a complete display and sales 
and encourages the sale of five 
at a time instead of the one or! 
bulbs usually purchased. The 


plete unit takes up less than 1>5 


21 inches of counter space and 


tains a multiple purpose display | 
which is used to reinforce and « 
orate the back of the merchandise 
Althous 


and identify its contents. 


| 


a 


LEE 


no special display space is needed f 
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Wait Til You See 


What's Coming 
for Bar-Brook Dealers! 


There’s a brilliant future ahead, with tall and handsome profits for 
Bar-Brook Dealers! The new 1948 models of Bar-Brook Attic and 
Window Fans will be worth waiting for. More attractive, more 
versatile than ever. 





There will be a well-rounded sales plan, complete with colorful 
displays and profit making sales aids. National advertising will carry 
the story of Bar-Brook Fans to millions of people. 


Make Bar-Brook a part of your future! 


Write for details, and the name of your nearest Bar-Brook 
Distributor! 


Pat dao ory 
(*, Guaranteed by "O 
\ Sood Housekeeping — 
<4 aovransto wo 


BAR-BROOK MFG. CO., INC. 













C- \ IND (Formerly Shreveport Engineering Company) \ One 
and — Ok as 
< —- | 7\S2.* i 
, BREEZEBUILDER \es 
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| Bay lulls Like Legs 
HANDY F-pACK 


Eageane: 


this unit, it is most advantageously 
utilized when set up in a heavy traffic 
location in the store. Dealers, in 
stores where the ‘‘3-in-1”’ was tested 
prior to national distribution, :eported 
that light bulb sales doubled. 

The Handy -5-Packs carton is very 
similar to the cartons used in packing 
eggs. Each carton contains five bulbs 
of the same wattage. The “3-in-1” 
merchandiser contains four Handy-5- 
Packs of 25-watt bulbs, eight packs of 
40-watt bulbs, and twelve packs of 60- 
watt bulbs. Packed complete with 
the bulbs in the factory to permit the 
sale of three fast-moving types of 
bulbs in one case, the unit eliminates 
the need for repacking and assorting 
the bulbs by the dealer. 


Premier— 
Vacuum Cleaner 


Fraturinc the exclusive Rug-Met- 
er is a new eye-catching, point-of sale 
display recently made available to Pre- 
mier deale:s for showing the new Pre- 
mier Duplex vacuum cleaner. 





The display is brilliantly reproduced 
in five colors with a cleverly-designed 
figure that pops out and dramatizes 
Premier’s “‘no stooping” theme. Avail- 


axchvsive 


ise . 
“puG-METER 


able through Premier distributors at 
a nominal cost, the display requires 
little move floor space than the clean- 
er itself. 


Nesco— 
Electric Heater 


SOMETHING UNIQUE in the way of 
heater displays has been made avail- 
able to dealers who handle the Na- 
tional Enameling and Stamping Com- 
pany’s electric heater. Measuring 30 
inches by 24 inches, the display is 
richly lithographed in four colors. 

The sign flashes on and off to illu- 
strate the two-way action that is a fea- 
ture of the heater. Additional selling 


ELECTRIC COMFORTER PROMOTION—This dealer display, announced 
by Westinghouse Electric Corporation, consists of a six-color lithographed 


piece on which there are actual samples of the rose, green, and 


blue rayon 


satin in the form of rosettes. The comforter carton fits into the base of the 

display and a transparent plastic cover is provided so that the customers can 

see the comforter while it is protected from dust and soiling. A banner, two 

self-supporting side cards and four ribbons, all in color, are included with 
the display. 


= 








points are listed on tabs that extend 
from the right hand side. Attractive 
consumer folders and newspape: mats 
are also available. 


Horton— 
Ironers--Washers 


For use as floor and window dis 


plays and as sales training aids, Hor 
ton Manufacturing Company has 
made available to its dealers : 
of colorful display panels. These pa 
nels permit a wide variety of attractive 
display arrangements. As floor dis 


Series 


MORTON 


( RONERS - WASHERS 


he CP pu mory SEL € 
igen HOM crema © 


”~ 


to stand 


plays, the panels are made 
right beside the Horton washes and 
ironers at just the right height. The 
smaller cards can be used on a counter 
or an ironer table. 


A hotel in St. Paul emphasizes an 
added service feature—its guesis cat 
choose between sleeping uncer al 
electric blanket or a stack of regular 
ones. 


Science continues to simplify living. 
A new night light, designed for place 
ment under one leg of the bed, flashes 
on when you get up—and off when 
you return to the “hay.” 
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HEN YOU GO UNDERGROUND....REMEMBER 


\ 

is Ss 
On \ 
% A 


q ; 
wii iy ti aon-metallic armored cables i 


hs? >” 


SAVE INSTALLATION TIME 
.»- LOWER COSTS and 


ASSURE LONG, CONTINUOUS SERVICE 


HAZASHEATH. The coated copper conductors ARMORTITE. The conductors are also first insu- 
are insulated with a strong, resilient wall of moisture- lated with that tough, long-aging, moisture-resistant 
resistant Submarine rubber. Over this goes a tightly Hazard Submarine rubber compound. Then several 
wound protective tape. The outer sheath is a thick layers of age-resisting, leather-like tape, plastic seal- 
jacket of Hazaprene, compounded with neoprene, and ing compound and saturated jute coverings give 
mold cured under heavy pressure. This Hazasheath Armortite its outstanding non-metallic protection 
Jacket resists oil, acids, moisture, chemicals, and that has set records for long, trouble-free under- 


mechanical damage. ground cable service. 


Having no lead sheath or steel armor, Hazasheath and Armortite cables are 
light in weight, simple, quick and easy to install directly in the ground. The 
necessary protection for undergrourd installation is built into these cables 
themselves. When planning circuits for power, street lighting, airports or 
athletic fields, let your Hazard representative help you select the proper cable 
for the job. Hazard Insulated Wire Works, Division of The Okonite Company, 


Wilkes-Barre, Pa. 








ELECTRICAL SOUTH for NOVEMBER, 1947 





ELE VATOR 5 


“Well, what do you think of my 
proposition, Mr. Carter—is it a deal? 





“| just took a short piece maw- 
my shoestring busted’ 




















“Some of these soap 
commercials are pretty good” 


cole Rie Gites Se ae PS Seine 
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‘UNITED STATES RUBBER SOMPAMY 


SZRVING FAROVSH SEIZNSE 

















Pick Security Friction Tape 


For electrical and general purpose jobs, Security Tape 
will never let you down. Its adhesive compound is not 
just sticky, but strong and rubbery. To handle tougher 
jobs, the fabric is unusually high in tensile strength. 
Security has no pin-holes to cause leaks. It is straight- 
tearing, and will not ravel when unwound from the roll. 
Keep this versatile tape within reach when you're 
working. You'll be surprised how often it comes in 
handy, and how easier your job will become. 


Play Sage...Use Security 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas 
New York City 20, N. Y. 
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Tutroduciug 


THE NEW 


ee 


e Easily Installed in Any Type of Ceiling 

e For Continuous Rows or Individual Mounting 

e Open Type, Glass Shielded, or Louver Shielded 

© Units are 2-40 Watt, 3-40 Watt and Instant Start 


COMPLETE FITTINGS FOR EVERY COMMERCIAL LIGHTING APPLICATION 


— with Cucbusite Mew N\ICHELL Zezheeeo / 





A NEW CONCEPT IN 
TROFFER LIGHTING 


— % MITCHELL 


4 
The new MITCHELL Fluorescent Troffer marks 
a signal advance in attractive, economical, high- 
intensity lighting for every commercial applica- 
tion. Unsurpassed for clean-lined, simplified de- 
sign, the MITCHELL Troffer offers exclusive ad- 
vantages for flexible adaptability to any type of 
ceiling. Available in a choice of three systems: 
Open type, Glass Shielded, or Louvre Shielded. 
Designed and built to the most exacting standards 
f quality ... pledged to deliver maximum effec- 
tive illumination with a minimum of service re- 
quirements. Acclaimed by wholesalers, contrac- 
tors, utilities, architects and users as the last word 
in modern Fluorescent Troffer design 
The new MITCHELL Troffer System features 

ingenious design of the utmost simplicity and 
flexibility. It consists of: 

1, The “Basic Unit’ — (reflector and wireway 

channel wired with ballast and starters) for 

2-40 watt lamps, for 3-40 watt lamps, and 

for INSTANT START. 

2. Hinged Glass Frame—of ribbed, prismatic 

glass to provide glass shielding. 

3. Hinged Metal Louvre Frame—for com- 

pletely louvred illumination. 

4. End Plate for ends of continuous rows, 

and Coupling Plate to connect units together 

in rows. 
For ceilings of Tee-Bar snap-in block construc- 
tion, the “Basic Unit” snaps right into place—re- 
quires no accessory fittings. For other types of 
ceilings—plaster lath, acoustical tile, etc.,—a mini- 
mum of simplified fittings are provided to assure 
easy, accurate, permanent mounting. 


<ITE FOR FULL DETAILS. Electrical Whole- 
lers, Contractors, Utilities and Architects are in- 
ed to write for the MITCHELL Troffer brochure, 
cked with detailed descriptive and technical data 

ering America’s most wanted Fluorescent 
coffer System. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
tn Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


These Simple MITCHELL 

Components Make a Perfect 

Troffer System for Every 
Recessed Lighting Need 


a ed Td 


Part No. 325 
Flange Clip Rail 
(2 reguired per unit) 


BASIC TROFFER UNITS 
Model No. 3040. 2-40 watt Troffer 
Model No. 3041. 2-40 watt with 
Instant Start 
Model No. 3042. 3-40 watt Troffer 


Part No. 326 
End Trim Strip 


Part No. 323 
Hinged Frame with 
Prismatic Glass 


Part No. 322 
Coupling Plate 


Complete Fitting 
Available for Eas 
Mounting in An 

Type of Ceiling 


Part No. 324 
Hinged Frame with Louver 


Exclusive MITCHELL Features 


Here are just a few of the remarkable new features that dis- 
tinguish the MITCHELL Fluorescent Troffer: 


Exclusive “Swing Hinge’ Frame. Provided on Glass Frame 
and Louvred Frame. Special Hinge Hooks permit frame to 
swing down freely—for easy relamping or cleaning. Frame 
snaps shut tightly with two spring latches. Press the latches 
and the frame swings down. 


Jack Chain Suspension. For easy wiring access. Two jack 
chains with “S” hooks at either end suspend reflector from 
channel. Permits wiring without necessity of holding reflec- 
tor or ballast. When wiring is completed, reflector is con- 
nected to channel by simply tightening nuts provided. 
Truly a time-saving one-man installation feature. 


End Plate and Coupling Plate Feature. End plates for use at 
ends of a continuous row of units, and coupling plates for 
connecting two units together, have “threaded bushing” 
holes. A screw pushed in from the inside of the reflector 
engages the bushing and is tightened. No nut is required. 








THE BEAUTIFUL NEW 
BANQUET SUPERB MODEL 


ELECTRIC RANGE FIELD! 
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Roomy Warmer Oven with drawer for food 
or dishes. All Electromaster drawers hove 
sifent-glide bearing rollers —no tugcing 
or shoving! 


Onsen ninwuiseannees Aiccett NE 
hermetically | 


sealed {6 prevent fogging or - 


“discoloring with age. An importont Electro- 
‘f renstat quclestval 


@ Never before has any electric range 
offered all the selling sporkle, all the 
demonstrotion dividends which have 
been packed into the magnificent 1948 
Electromasters styled by George Walker. 


Here are all the advanced features. of 
style and performonce most wanted by 
your customers—and all bocked by the 
finest name in electric cooking. 


Electromaster sells faster becouse it's 
mode better—a mosterpiece of special- 
ized skill in building America’s finest 
electric ranges since 1929. 


Every model in the 1948 line—from the 
mognificent Banquet Superb to the very 
compact Spocesaver — is touched with 
the extra excellence of Electromaster. 


Size Kitchen-Masier Oven, fully automatic, 
ng non-glare side-woll illumination for 


Vite-Miser Deep-Well Cooker—hot enough for 
deep-frying or searing yet perfect for tong. 
slow-heatl cooking! 


ter Automatic Clock controls oven, 
cooker and appliance outlet. Look 
m 495 Fenreres sire sath 


‘MOUNT CLEMENS, MICHIGAN 


The Electric Range That’s “Fit For A Queen”—On The “Queen 
For A Day” Program—Mutual Network 
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INSTALLED IN 1905, this 250-volt D.C. 
feeder is giving good service. Conductors 
are 1,590,000 c.m. aluminum T.B.W.P. 


BOLTED DEAD-ENDS on 1,590,000 ¢.m. 
aluminum T.B.W.P. cable (Bottom con- 
ductors) installed in 1913 in a machine 


YARD LINE installed in 1915. Bolted run 
and soldered tap, aluminum T connectors 
shown alongside parallel groove clamps 
installed for later temporary taps. 


cables. shop for 250-volt feeder. 


450-VOLT D.C. Line carrying 1390 amperes per cable in a Rotary 
Converter Station. Four 1,590,000 ¢.m. aluminum T.B.W.P. cable 
connections to switchboard using soldered copper lugs. 1700 lugs 
installed in 1916, Less than 5% of lugs have been resoldered. 


1,590,000 C.M. aluminum T.B.W.P. cable 
2200-volt feeder along river. Original 
lumi : tors, bolted run and 
soldered tap, installed in 1915. 





220-VOLT 3-phase A.C. Feeders in use since 
1915 in a carbon plant. Original aluminum 
T connectors from 795,000 c.m. aluminum 
T.B.W.P. cable to No. 8 copper tap. Parallel 
groove tap under tape made at later date. 


“Conductor of the Present and Future” 
with a PAST of Proved Performance ! 


Typical Alcoa E.C.* Aluminum Conductors 
on the job for more than 30 years and still in service 


of conductivity 
of joints and terminals 
of conduit layouts 


of availability 


Proved performance of Alcoa E. C. Aluminum, hailed by engineers as “the 
conductor of the present and future”, is shown by these installations, all 
of them in daily service for more than three decades. They are proof of 
long standing that you can count on Alcoa Aluminum! Alcoa Aluminum has 
been carrying current for the nation’s power companies since 1898. Leading 
wire and cable manufacturers are drawing, stranding and insulating light, 
dependable, conductive Alcoa E. C. Aluminum. Ask your wire and cable 
supplier, or write ALUMINUM Company oF America, 2164 Gulf Building, 
Pittsburgh 19, Pennsylvania. 


ALCOA 


%* E.C.: Electrical Conductor Aluminum 


ALUPAIN Ul 





FOR ELECTRIC WIRE AND 


amit: wetiates Hy “ne Anes hte ieee 


CABL 
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Names in the News 





The Commercial Engineering De- 
partment of Sylvania Electric Prod- 
ucts Inc. has been enlarged and will 
now include activities of the com- 
pany’s Lighting Center in New York, 
according to an announcement made 
by B. K. Wickstrum, general sales 
manager of the Lighting Division. 

Don P. Caverly, director of the 
center, has been named manager of 
the expanded Commercial Engineer- 


Don P. Caverly 


ing Department, succeeding Harris 
Reinhardt, who was appointed as- 
sistant to the director of industrial 
relations. 

In addition to his new responsibili- 
ties, Mr. Caverly will continue to 
direct activities of the Lighting Cen- 
ter and has named J. C. Kromhout, 
architectural engineer, as supervisor. 
Jan Reynolds, also a member of the 
Lighting Center staff, has been ap- 
pointed Home Lighting Consultant. 

Under the new Commercial En- 
incering Department set-up, Charles 
. Brady, Jr., formerly division light- 
ig engineer in New York, has been 
named Supervisor on Lamp Division 
products, and Robert R. Wylie, pre- 
iously commercial engineer at the 
Janvers, Massachusetts plant, has 
een appointed Supervisor on Fix- 
ture Division products. 

ad ae mS 
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\ppointment of Joseph W. Kling 
as manager of the advertising depart- 
ment of the Georgia Power Co. was 
announced recently by Preston S. 
Arkwright, president. 

Mr. Kling succeeds John R. Marsh, 
advertising manager for 15 years, who 
has been named advertising consul- 
tant to the company. Mr. Marsh has 


been on leave of absence due to ill- 
ness for the past 20 months and re- 
cently informed Mr. Arkwright that 
his health does not permit him to 
resume active management of the de- 
partment. 

Mr. Kling has been serving as act- 
ing manager since last December and 
has been a member of the depart- 
ment since 1930. 

aK 3 aS 

An announcement by Max G. 
Toole, manager, The Toole-Wood- 
ward Engineering Company, Charles- 
ton, S. C., states that William F. 
Gray has joined the company as field 
engineer. He will assist in the co-or- 
dination of engineering plans and 
specifications. 

Mr. Gray is a graduate of Georgia 
Tech and has had postgraduate train- 
ing at both Harvard and M. I. T. 

x ok ok 

The appointment of Burton M. 
Riker as general manager of the 
Clark Water Heater Division has 
been announced by D. Scott Camp- 
bell, executive vice-president of the 
McGraw Electric Company. 


Burton M. Riker 


Mr. Riker was formerly commerci- 
al and industrial manager for the 
Rockland Light and Power Company, 
Nyack, New York. He conducted 
initial field tests on electric water 
heaters and was closely associated 
with this and other national com- 
mittees of the light and power in- 
dustry. In 1938, he joined the Mc- 
Graw Electric Company as sales man- 
ager of Commercial Equipment with 
the Toastmaster Products Division at 
Elgin, Illinois. In 1941 he was ap- 
pointed assistant to the executive vice- 
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president. Mr. Riker will continue 
to serve in this capacity while super- 
vising operations of the Clark Wa- 
ter Heater Division at Chicago, IIli- 
nois, and Azusa, California. 
x * x 

Appointment of Mary Johnson as 
director of demonstration training for 
the General Mills Home Appliance 
Department has been announced by 
Roscoe E. Imhoff, vice-president. 


Mary Johnson 


Miss Johnson will supervise depart- 
ment store work and _ key-account 
demonstrator sales training in the 
field on the General Mills Tru-Heat 
Iron and Pressure Quick Saucepan. 

* x os 


The appointment of two district 
managers for electric appliance sales 
of The Yale & Towne Manufactur- 
ing Company, has been announced by 
Anthony B. Cassedy, director of ap- 
pliance sales. 

J. Stephen Katonah will have the 
sales territory of Kentucky, Mississip- 
pi, Arkansas, Alabama, ‘Tennessee, 
South Indiana, South Illinois, and 
Cincinnati, Ohio. 

A. Phil Stone will have the terri- 
tory including Maryland, Washing- 
ton, D. C., Virginia, West Virginia, 
North Carolina, Georgia, South Caro- 
lina, and Florida. 

x oe 


Clark E. Adair has joined the Mor- 
tis F. Taylor Company, of Silver 
Springs, Md., as a sales engineer to 
cover the states of North and South 
Carolina and Georgia according to 
an announcement by Morris F. Tay- 
lor from his Silver Springs headquar- 
ters office. 

Mr. Adair is well known in the 
area having formerly represented the 
P. R. Mallory Company in the south- 
eastern states. He will make his 
headquarters in Atlanta, Georgia. 

Concurrent with the assignment 
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of Mr. Adair it is announced that 
Eugene Kling-Mueller, who has been 
representing the Taylor organization 
in North Carolina, South Carolina 
and Georgia has been transferred to 
a headquarters in Birmingham, Ala- 
bama from which he will cover that 
state as well as Mississippi and ‘Ten- 
nessee. 
x OK 

The appointment of two new 
members to the sales force of The 
Silex Company, Hartford, Conn., has 
been announced by J. M. Moore, 
general sales manager. 

John W. Livingson, of Charlotte, 
N. C., has been named district man- 
ager for the territory of North and 
South Carolina. Dan M. Treece, of 
Jacksonville Beach, Fla., is district 
manager for Florida, southern Geor- 
gia, and southern Alabama. 

% * * 

Two recent personnel changes de- 
signed to gear Hotpoint’s merchan- 
dising program to meet greatly ex- 
panded productive capacity have been 
announced by Leonard C. Truesdell, 
vice-president of marketing for the 
company. 

Hollis C. Doss, formerly Kansas 
City sales manager for the appliance 
division of Enterprise Wholesale Inc., 
has been made manager of the kitch- 
en sales division for Hotpoint and 
Frank L. Sacha, formerly executive 
representative for the company in 
Washington, D. C., has been named 
manager of Hotpoint’s newly created 
water heater division. Both men will 
have headquarters in Chicago. 

%* x cd 

Tuttle & Kift, Inc., Chicago manu- 
facturers of electrical heating units, 
switches and controls, announce the 
appointment of David M. Maytnier 
as field representative in their Re- 
placement Division. Mr. Maytnier, 
a former district manager of Wheelco 
Instrument Company, Pittsburgh, 
will have his headquarters in the 
Chicago office, 1823 North Monitor 
Avenue, Chicago 39. 

x oe # 

C. B. Davidson has been appoint- 
ed southeastern district manager of 
construction materials sales for the 
General Electric Company, it has 
been announced by J. H. Crawford, 
construction materials sales manager. 

Mr. Davidson joined the General 
Electric Supply Corporation in Jack- 
sonville, Fla., in 1931 and has work- 
ed for that organization in Nashville, 
Kansas City and, most recently, De- 
troit. 

He attended Alabama Institute of 
Technology, Carnegie Institute of 
Technology and the University of 
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Florida, and saw service in the Euro- 
pean Theater of Operations as an 
armored force officer. 


a 
x oe 


Ben H. Burgess, Jr., has joined the 
sales organization of Emest T. Loyd, 
electrical manufacturers’ sales agent, 
of 69 Mills St., NW, Atlanta. Mr. 


B. H. Burgess, Jr. 


Burgess, who will cover a territory in- 
cluding North and South Carolina 
and eastern Tennessee, is a graduate 
of Emory University. He served in 
the Navy for four years following his 
graduation. 

8 xe x 

Carl Geis and T. E. McDowell 
have been elected vice-presidents of 
the Pyle-National Company, Chica- 
go, with the former placed in charge 
of sales and the latter in charge of 
engineering, it is announced by Har- 
old V. Engh, president of the com- 
pany. W. A. Ross, sales manager, 
continues in that post. 

Mr. Geis has been eastern sales 
manager with headquarters in New 
York City since 1937. He started 
with the Pyle-National Co., as a clerk 
in 1914. He served the company 
as a service engineer and as district 
sales manager in Boston and New 
York before his promotion to eastern 
sales manager. 

Mr. McDowell has been chief en- 
gineer in charge of product de- 
sign since 1930. After graduating 
from the Illinois Institute of Tech- 
nology, he served a brief period with 
the Illinois Bell Telephone Company, 
then joined the Pyle-National Co., in 
1925, as an electrical engincer. 


ve WK 
Fd * 


Two additions to the staff of 
Southern Appliances, Inc., wholesale 
distributors of electrical appliances in 
the Carolinas, are announced by Cal- 


vin D. Mitchell, president. John P. 
Schoenfeld and Edwin H. Guion have 


been named assistants to W. T. Sim- 
mons, Bendix sales manager of South 
ern Appliances, Inc. 

Mr. Schonefeld will have his head 
quarters in Raleigh, N. C., from 
which he will be in close contac} 
with eastern Carolina Bendix dealers. 

Mr. Guion will maintain headquai 
ters in Charlotte. His duties will 
be to assist Carolina Bendix dealers 
in sales training and plans. 

a HE * 

At a meeting of the board of dire< 
tors, E. S. Fitz was elected vice-presi 
ident in charge of engineering and 
construction for the Virginia Electric 
and Power Company, Richmond. 
Mr. Fitz came to Virginia Electric 
in 1928 from Beaumont, Texas, 
where he was operating manager of 
the Eastern Texas Electric Company. 
In his new capacity, he will have 
over-all supervision of all construc- 
tion and engineering work throug! 
out the company’s system. 

At the same time, it was an- 
nounced that E. H. Will has return- 
ed to Virginia Electric as general 
manager of operations after being ab- 
sent for twelve years. Mr. Will has 
been in Texas as superintendent of 
the El Paso Electric Company, and 
more recently, he served that com- 
pany as its president. 

* x 

James R. Hitchcock has been ap- 
pointed representative in the south 
west for General Electric wiring de- 
vices, accessory equipment, wire and 
cable and conduit products, it has 
been announced by R. L. Snodgrass, 
southwestern district manager of con- 
struction materials sales. Mr. Hitch 
cock will cover the Amarillo, Little 
Rock, Oklahoma City and Tul 
areas. He was formerly with the 
Consolidated Steel Corp. in Texas. 

x aK = 


Announcement of the appoint- 
ment of John B. Lanigan as sales 
manager of the Eureka Division of 
Eureka Williams Corporation was 
made recently by G. T. Stevens, ex- 
ecutive vice-president of the Eureka 
Division. 

Mr. Lanigan has been in charge of 
Pacific Coast sales operations for Eu- 
reka as sales manager of the Western 
Division with offices at San Fran- 
cisco. He came to Eureka from 
Time and Life Magazines where he 
was a merchandiser. Prior to then 
he was associated with the W. R. 
Hearst Organization and was Detroit 
manager for Good Housekeeping 
magazine. He received his early sell- 
ing experience in Chicago, his home 
city, and was graduated from the 
University of Wisconsin. 
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-auty and practicability, combine with a variety of engineered 

nveniences, to make “SUPER-VISION” MOBILIERS outstand- 

g favorites, with men who KNOW lighting! Handy surface- 

ounting brackets . . . easy adaptability to continuous-run sa wal 20g S69 ond = 

.ounting . . . dust-proof, light-concentrating reflector ...or... me 
that easy “Flip-of-a-Finger” access to lamps. . . are just a few of 
(ne reasons why MOBILIERS’ Engineered Lighting ranks high- 

t with Dealers, Contractors and Architects... and better fill the 

eds of stores, offices, banks, institutions ... and any place 

nere a Big lighting job . . . a Better lighting job . . . demands 

.e Finest! Choose “SUPER-VISION” MOBILIERS for your-next 


stallation ... and know the difference! 


Be , 
45 7 ; The 
| a B | | | T I: , All wonytkéToR, Avai 
ay 4 49 INC. \e SO LLIERS, nhttilobe to, 
- Y» . © caj;; 'Qht s Refe 
ey ling, Where.’ Md pp . 
7 4 Sire 


Manufacturers of Fluorescent Lighting 


4 pottom, 














% JERSEY CITY 6, NEW JERSEY 


rn 
>. 


| “asy to Install! Easy to Maintain! 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 








122—Connector Manual. Catalog 105, a 184-page, perman- 
ently bound manual has been announced by Anderson Brass 
Works, Inc., Birmingham, Ala. ‘The manual describes the com- 
plete line of Anderson bronze electrical connectors. A 28- 
page technical section of tables, formulae, etc., makes this a 
valuable data source for the electrical engineer. 


137—Gorilla Grip Connectors. “Mechanical Principles of 
Gorilla Grip Electrical Connectors” is the title of the new 12- 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. ‘The booklet 
was compiled to assist engineers, jobbers, contractors and _in- 
dustrial purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. 


138—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folder 
recently published by Gedney Electric Co., R. K. O. Bldg., 
Radio City, New York, N. Y. 


139—Electrical Apparatus. The ‘Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata- 
log, “Trumbullist”, which gives complete information on electri- 
cal control apparatus. 


141—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushes. 


145—Chromalox Range Unit. Construction details and parts 
lists for the Super-Speed and Heatflo range units are shown in 
Bulletin CF-145, available from Edwin L. Wiegand Company, 
7600 Thomas Blvd., Pittsburgh 8, Pa. 


146—Transformer Demonstration Chart. This chart shows 
how banked secondary transformers operate under overload or 
fault conditions. ‘The chart, SA-900, is published by the West- 
inghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, Pa. 


153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well-illustrated bulletins, 
now available from the Schwitzer-Cummins Company, 1125 
Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and _ blow- 
ing volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
of several lighting installations in schools. This bulletin is avail- 
poe from The F. W. Wakefield Brass Company, Vermilion, 
110. 
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156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service cop. 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


162—Junction and Meter Equipment. A series of bulletins 
describing junction boxes, telephone cabinets, metering equip 
ment, etc., for indoor and outdoor applications, is available 
from the Walker Electrical Company, P. O. Box 8, Station D, 
Atlanta, Ga. 


163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa” 
has been completed by National Electric Products Corp., Cham 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue vives 
electrical contractors, jobbers, engineers, and purchasing its 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustr; 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included ' 
details of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co,, 
Des Plaines, IIl., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This book! 
be of special interest to all who are interested in the “behind 
the scenes” portrayal of the research and testing which are es 
sential to high quality and performance in lighting equipm 


166—Industrial Heat Lamps. The General Electric 
pany, Nela Park, Cleveland, Ohio, has announced the ; 
tion of a new industrial lamp folder. This folder, Y-68 
tains six pages of photographs and technical data on the 
trial heat lamps manufactured by the company. 


171—Self-Supporting Cable. A new 52-page fully illustra 
manual on self-supporting cable has been issued by The Okonite 
Company, Passaic, N. J. Pertinent charts, tables and diagrams 
supplement the detailed descriptive matter answering th i 
questions which arise concerning the use of this type cal 


174—Aluminum Building Wire. Technical data on insulate 
aluminum building wire is now available in a bulletin des 
as H-407 and available from Hazard Insulated Wire s, 
Division of the Okonite Company, Wilkes-Barre, Pa. An insert 
gives comparative data on copper and aluminum conduct 


177—Balanced Lag Renewable Fuses. Informative fol 
available from Pierce Renewable Fuses, Inc., 51 Pacif 
Buffalo 7, N. Y., describing the company’s line of balanced lag 
renewable fuses. Pierce fuses are listed by Underwriters’ ra 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled 
neered Lighting” has been announced by Mobilite, Inc., 
City, N. J. The booklet describes and illustrates the 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of t! 
Fan is fully described in a 4-page folder recently made a\ 
by the manufacturer, Pryvne & Co., Inc., 140 N. Towne. | 
mona, Calif. The many diagrams illustrate the principle of 
Blo-Fan. 


181—Planned Home Laundry. As an aid to architec 
builders in fulfilling a growing demand for planned hon n 
dries, Bendix Home Appliances, Inc., South Bend 24, Ind., has 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for st<p-sa\ 


ing home laundries. The laundry rooms are lithograplied in 
four colors and opposite each is a blue print of the floor plan. 
182—Network Protectors. A two-color bulletin, GEA-2017C. 
presents a detailed account of the construction, applications, and 
maintenance requirements of the General Electric network pro- 
tectors for a-c secondary systems. Fifty-five photographs. one- 
line diagrams, and data charts illustrate the uses, accessibility, 
and special features of the protectors. The bulletin. is available 
from General Electric Company, Schenectady, N. Y 
183—Line Maintenance Tips. “Chance Tips on Line Con 
struction and Maintenance” is the title of an instructive af 


tin published from time to time by A. B. Chance Co., 
Allen St., Centralia, Mo., manufacturers of line construction 
and maintenance equipment. Chance Tips contains items of 
current interest as well as new products of the manufacturer. 
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184—Electrical Equipment Catalog. The Pyle-National Com- 
vany, Chicago, Ill., announces a complete catalog describing all 
of their products, including the Pylets conduit fittings. The 
italog contains information on a wide range of plugs and re- 
"9 dust-tight and explosion-proof fittings, fixture han- 


CICS, 


‘lexible Cords and Cord Sets. Lowell Insulated Wire 
y, Lowell, Mass., has available an illustrated folder de- 
their various types of cords and cord sets. Sizes, colors, 
er pertinent information is given. 


186--Hot Water Heater. Informative and well-illustrated data 
gre available from M. M. Hedges Manufacturing Co., Inc., 
Chatta.ooga, Tenn., on their line of Mertland Automatic water 


heater 

187--Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans. 
Booklet available from Emerson Electric Manufacturing Co., St. 
Louis 21, Mo. 


188—Over-All Lighting. The F. W. Wakefield Brass Com- 
Vermilion, Ohio, has announced a cleverly illustrated 
which begins with the fundamentals of lighting, pro- 
oresses through the steps of how good lighting promotes easier 
seeing ind the importance of adequate lighting in offices and 
draftins rooms, and concludes with discussion of a pertinent 
problem—how to maintain lighting equipment at its originally 
designed performance. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At- 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. The booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial lighting, and 
special home lighting. 


pany, 
a 
DOOKIE 


191—Hole Cutter. A new folder featuring the “Jiffy” adjus 
table hole cutter for cutting holes in steel boxes, plates, tanks, 
etc., has been issued by Clyde W. Lint, 1144 West Washing- 
ton Blvd., Chicago 7, Il. 


193—Seco-Lite Window Fan. A new bulletin has been an- 
nounced by the Seco-Lite Mfg. Co., 4619 Easton Avenue, St. 
ouis 13 Mo., describing the features, installation, operation 
ifications of this ideal window fan for small homes, 

nts, and offices. 


194—Hi-Strength Connectors. Jasper Blackburn Products 
Corp., St. Louis 6, Mo., announce an attractive folder which 
takes the reader on a “behind the scenes” tour of their plant 
to see how the Blackburn Hi-Strength Connectors are made. 


196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
\-Shaped Fluorescent Luminaire, which is so compactly de- 
‘igned that it appears to be semi-recessed. Bulletin No. 1054 
lescribes the Electro “Louver-Lite.” Both bulletins are avail 


ible from the manufacturer, Electro Manufacturing Company, 
Chicago, Ill 


197-Attic Fans. “The A-B-C of Building Breezes” is the 
title highly informative and well-illustrated 47-page manual 
IS Bar-Brook Mfg. Co., Inc., Shreveport, La. The 
Breeve-builder” attic fan is described in complete detail along 
with installation and performance data. 


198—Re-Order Guide. A compact catalog depicting its com 
plet line of lighting fixtures is now available from Lightolier. 
Inc., Jersey City 5, N. J. Descriptions and photographs of 105 
ighting fixtures are to be found in this valuable booklet. 


_ 199—Industrial Fixtures. Informative data may be obtained 
‘rom the Workolite Company, 522 Cortlandt Street, Belleville 
). N. J., on their line of industrial fluorescent fixtures. 


27 


_ 200—Aluminum Building Wire. An attractive, 32-page book 
‘et on aluminum building wire has been announced by U. S. 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
\mericas, New York 20, N. Y. Such data as conductivity, cor- 
r esistance, soldering, voltage drop etc. are given. 


2()1—Adhesive Labels. Free samples and useful literature tell 
the story of self-adhesive Quick-Labels for marking wires, leads, 
ircuits, conduits, etc. The labels are manufactured by W. H. 
Brady Company, 815 N. Third St., Dept. L., Milwaukee 3, Wis. 
’ 202—Lugs and Connectors. A profusely illustrated, 16-page 
bookict is available from Kreuger & Hudepohl, 5 East Third St.. 
Cin anati 2, Ohio, describing their line of solderless terminal 
lugs and connectors. 

203—Lithonia Fluorescent Fixtures. A well-illustrated book- 
let describing in detail the manufacturer’s line of fluorescent 
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fixtures for the home, office, store, and industry is available 
from Lithonia Lighting Products Company, Inc., Lithonia, 
Georgia. 


204—Electric Churns. Three new model electric churns are 
described and illustrated in a leaflet available from Southern 
Electric Products, P. O. Box 406, Anderson, S. C. The com- 
pany manufactures the Dixie Maid line of electric churns. 


205—Cable Connectors. Bulletin 16 describing and _ illus- 
trating four distinctive types of service entrance cable connec- 
tors, each having its own advantages for a particular application, 
is available from The M. & W. Electric Manufacturing Com- 
pany, East Palestine, Ohio. Many other electrical fittings are 
also listed in this 19-page bulletin. 


206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tocls, moving test lines, cranes, 
and hoists and other industrial applications is offered in the new 
28-page Catalog No. 20 now available from Feedrail Corpora- 
tion, 125 Barclay St., New York 7, N. Y. 


207—Water Heater Sales Manual. “Sizing the Job in Elec- 
tric Water Heater Sales” is the title of a manual issued by D. 
W. Whitehead Mfg. Co., 609 W. Ingham Ave., Trenton, N. 
J. The manual also gives specifications of the various DWW 
electric water heater models. 


208—Air Conditioning. The Air Conditioning Products Com 
pany, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
new catalog, 42-B, containing complete information about its 
“Air-Flo” line of automatic shutters, automatic ceiling shut- 
ters, automatic back draft dampers, manually operated shut- 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed ‘Stock 
List and Shipping Expectations” for Chemclad Thermoplastic 
Insulated Wire, types T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N. C. 


210—Industrial Fans. An informative catalog, illustrating and 
describing the complete line of Berns Air King fans and parts, 
is available from Berns Mfg. Corp., 2278 Elston Ave., Chica- 
go, Ill. 


211—Lighting Equipment. A new catalog, No. 4-A, cover- 
ing the entire line of Guth fluorescent and incandescent light- 
ing equipment, including the latest improvements and new ad- 
ditions, has been announced by the Edwin F. Guth Company, 
2615 Washington, St. Louis, Mo. 


212—Seco-Lite Fans. New bulletins by Seco-Lite Manufae- 
turing Co., 4916 Easton, St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul- 
letins contain data on installations in homes, apartments, com- 
mercial and industrial applications. 


213—Keystone Lighting Fixtures. ‘The new line of fluores- 
cent and incandescent lighting fixtures for commercial, indus- 
trial, and residential use is clearly described and illustrated ina 
catalog just announced by Keystone Electric Mfg. Co., Dept. 
C, 2228 E. Tioga St., Philadelphia 34, Pa. 


214—Cold Cathode Fixtures. Complete factual data concern- 
ing installation and performance of standard cold cathode fluor- 
escent lighting fixtures and lamps are available from Federal 
—— Company, Inc., 8700 South State Street, Chicago 19, 


215—Electrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, “L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 


216—Lighting Fixtures. Catalog No. 47, just released by 
Moe-Bridges Corporation, Sheboygan, Wisconsin, contains all 
information on_ previously announced  items—Light-in-Line, 
Unite-a-Lite, open commercial types, kitchen units, pin-ups, 
commercial strip, Circline and Sterilite germicidal disinfector. 


217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street New York 13 N. Y., announces data on their com- 
plete line of bakelite wire connectors, including specifications 
and price. 


218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 
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A. H. NICOLL G. F. HESSLER Cc. S. POWELL E. W. CASHMAN 
President Vice President Vice President Vice President 
Started 1911, as a Sales Record Clerk Started 1906, as a Clerk Started 1914, in the Student Course Started 1913, as a Clerk 


L. G. FIELDS W. FRAZIER 
Jacksonville District Manager Kansas City District Manager 
Started 1924, as a Warehouseman = Started 1911, as an Office Boy 


A. D. HAMMOND H. L. HARPER 
Atlanta District Manager Los Angeles District Manager 
Started 1906, as a Clerk Started 1904, as a Stock Clerk 


W. E. HENGES R. W. KIMBERLIN J. P. LAWTON W. H. MacCRELLISH 
- Cleveland. District Manager St. Louis District Manager Seattle District Manager Boston District Manager 
Started 1913, as a Receiving Clerk Started 1922, as a Sales Record Clerk Started 1923, as a Warehouseman Started 1907, as a Shop Clerk 


G. T. MARCHMONT J. A. MAYER C. H. McLEAN HERBERT METZ 
Dallas District Manager Philadelphia District Manager Minneapolis District Manager New York District Manager 
Started 1908, as a Service Clerk Started 1913, as an Equipment Installer Started 1913, as a Warehouseman Started 1914, in the Student Course 


J. H. PEARSON, Jr. D. WALLACE L. B. WESTFALL E. R. YONKERS 
Richmond District Manager Pittsburgh District Manager Cincinnati District Manager Detroit District Manager 
Started 1908, asa Salesman Started 1922, as an Assistant Accountant Started 1916, as a Service Clerk Started 1933, as a Salesman 
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G. J. COSSMANN 
Chicago District Manager 
Started 1900, as a Voucher Clerk 


J. P. CARSON 
San Francisco District Manager 
Started 1910, as a Salesman 


E. W. SHEPARD A. C. LAMPERTI 
Vice President and Treasurer Secretary 
Started 1906, as a Clerk Started 1920, as a Bookkeeper 


*average service 34 years 


Experienced men make an experienced or- 
ganization. 

Graybar — the oldest and largest whole- 
saler of “everything electrical” — has built 
its business upon two basic policies: 

(1) serving customers well; 
(2) filling key jobs from within. 

Over the years, this second policy has de- 
veloped office boys and clerks into depart- 
ment heads, district managers, and corporate 
omncers. 

With such opportunity for advancement, 
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every Graybar employee has a powerful in- 
centive to do his job well. The natural result 
has been a continual improvement in our 
service to a continually growing list of cus- 
tomers. 

Graybar is totally owned by its operating 
and retired personnel. That’s another reason 
why every Graybar employee is personally 
interested in meeting your electrical needs 
accurately, helpfully, and as rapidly as pos- 
sible. Graybar Electric Company, Inc. Ex- 
ecutive Offices: Graybar Building, New York 
17, Ws 2 4799 


IN OVER 90 PRINCIPAL CITIES 
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Atomic Power Plant 


Model Made by G-E 


Basic ELEMENTS of an atomic pow- 
er plant are shown in a model, con- 
structed under the supervision of 
scientists in the General Electric Re- 
search Laboratory. Dr. Kenneth H. 
Kingdon, one of the first physicists 
to isolate Uranium 235 from the na- 
tural element, heads the atomic pow- 
er division of the G-E laboratory. 

The model is not full scale, and 
is quite schematic. At the left in the 
photo is the atomic “‘pile’’ where 
matter is transformed into energy by 
the splitting of uranium or another 
fissionable element. In his left hand 
Dr. Kingdon holds a rod of this “fuel” 
material, while the striped rods pro- 
jecting horizontally represent the con- 
trol rods which would prevent the 
process from running away. A heat 
exchanging fluid would be pumped 
through the pile, thence to the heat 
exchanger on the right, where water 


would be turned to steam. This would 
then be used to drive turbines in the 
customa y way. 

The heat exchanger step is needed 
because anything entering the pile 
would become dangerously radioac- 
tive, and thus steam could not be 
brought directly from it. The lethal 
radiations from the pile and the heat 
exchanger require that both be sealed 
in a capsule of concrete or similar 
protective material. 


Contractor Licensing 
Opposed in Nashville 

Tue BILL before the Nashville City 
Council requiring a Board of Elec- 
trical Examiners has been withdrawn. 
Sponsored by a number of large con- 
tractors, it was bitterly opposed by 
the Nashville Electrical Dealers’ Asso- 
ciation. The Board of Electrical 
Examine:s which would have been 


created under the bill would be au- 


HATTIE 


} 


Dr. Kenneth H. Kingdon, head of the atomic power division of the General 

Electric laboratory, examines an atomic power plant model which was con- 

structed in the G-E Research Laboratory. The model is not full scale but 
demonstrates the basic elements of such a power system. 
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thorized to issue licenses for the dif. 
ferent classes of electrical contracting 
work before any electrician could en- 
gage in such work. Examination for 
such licenses would be required 
cording to such laws as might b 
acted for this purpose. 

Sponsors of the bill urged its 
age on the ground that it would 
mote greater safety and efficien: 
all such work. Opponents ins 
that it would greatly increase thc 
of nearly all wiring; installation of 
pliances, such as ranges, air cond 
ing, etc.; and hamper the sale of 
appliances and equipment to cu 
ers who think they are already 
high. They pointed out that the 
already adequate county and cit 
spection service to pass on any 
ished work to determine its effi: 
or safety. They feared that su 
board appointed by the mayor an 
proved by city council might be 
a political body. 

This bill would have made 
lawful for any person, firm or 
oration to engage in installing, 1 
ing, maintaining or contracting t 
stall, repair or maintain any ele 
wiring, conduits, equipment, ap; 
ces, etc., without an electrical 
tractor’s license issued by the B 
An electrical maintenance li 
would also be required for exec 
of such work. Each electrical 
tractor’s license could be autom 
ly voided by the board if such 
tractor did not keep in his em; 
maste: electrician to supervise 
said contractor. 

Opponents of the bill insist 
would not only greatly increas 
cost of such work to patrons of! 
electrical industry, limit sales of 
pliances and equipment, but squ 
a large number of small conti 
out of business. This, they insist 
would come at a time when ther 
not enough contractors to fill th 
mand for such services. 

The case for the appliance d 
was presented by T. E. Cole: 
chairman of a 5-member board n 
to fight the bill. The bill hac 
ready passed first reading but op; 
tion caused it to be withdrawn. 
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Washer and Ironer Sales 
Set All-Time Record 


INDUSTRY-WIDE SALES of standard- 
size household washers broke through 
to another all-time high in August, 
aggregating 323,063, topping the re- 
cord of 320,969 units set in April and 
comparing to 318,297 in July, accord- 
ing to figures announced recently by 
the American Washer and _Ironer 
Manufacturers’ Association. 

Sales for the eight months of 1947 
amounted to 2,395,999, as compared 
to 2,023,981 in all 1946 and 1,959,- 
887 in all 1941, the largest prewar 
year. 

Sales of small washers with a capa- 
city of three pounds or less, dry 
weight, reported this year for the first 
time, totalled 43,834 units in Au- 
gust, as compared to 36,471 in July. 
The eight-month total is 331,575. 

Ironer sales in August were 47,577, 
as compared to 41,911 in July. The 
1947 total is 357,797, as compared to 
124.616 in all 1946 and 215,994 in 
all 1941. 


NERA Announces Plans 
For National Conference 


Tue Nationat Electrical Retailers 
Association will conduct a national 
conference of retailers of appliances 
and radios at the Sheraton Hotel, 
Chicago, on January 19, 20 and 21, 
1948, according to C. C. Simpson, 
managing director. Subjects to be 
discussed at the conference include 
manufacturer - distributor relations, 


service, sales promotion, business effi- 
ciency, trade-ins, rural electrification, 
installations, and expansion of NERA 
and NERA services. 

In his announcement letter, Mr. 
Simpson stated that NERA has gone 
through one year of foundation work, 
learning where and how the associa- 
tion can best serve the industry. “We 
are now at the point,” he said, “where 
we can make definite decisions as to 
what the policy of the association will 
be on these important subjects and 
exactly what procedures we will fol- 
low in protecting and advancing the 
interests of appliances-radio retailers 
during the coming year.” 

Regional chairmen on each subject 
have been appointed in every section 
of the country. These chairmen will 
form committees, Simpson said, to 
provide NERA with appliance and 
radio retailers’ opinions on assigned 
subjects, and advice as to how NERA 
can accomplish the desired results. 
Regional chairmen in turn will report 
to a general chairman for each sub- 
ject, and the report of each general 
chairman will be made in person at 
the Chicago conference. 


Quick Fixture Estimates 
With Mitchell Selector 


A QUICK ESTIMATE of the number 
of lighting fixtures needed for desired 
maintained foot-candles in any given 
area is made possible with the new 
“Fluorescent Fixture Selector” just 
announced by The Mitchell Manufac- 
turing Company, Chicago 14, III. 























“Boss, I finally got that suction fan repaired.” 








DATES AHEAD 
National 


Industrial Relations Committee, Fall Confer. 
ence, Edison Electric Institute, Mayflower 
Hotel, Washington, D. C., November 20-2], 
1947. (The Personnel Administration Section, 
Southeastern Electric Exchange, will mee 
jointly.) 

Fifth All Industry Refrigeration and Air Con. 
ditioning Exposition, Public Auditorium, (\eve. 
land, Ohio, January 26-29, 1948. 

Winter General Meeting, American Institute 
ef Electrical Engineers, William Penn Hotel, 
a Pa., January 26-30, 1948. 

i 1 Heati and Ventilating 
henaetiien, Air Conditoning Exposition, (rand 
Central Palace, New York, N. Y., February 
2-6, 1948. 

Winter Convention, National Electrical )ianu. 
facturers Association, Edgewater Beach [iotel, 
Chicago, Ill, March 14-18, 1948. 

Annual Convention, National Electrical 
Wholesalers Association, Statler Hotel, Buffalo, 
N. Y., first week of May, 1948. 

Summer General Meeting, American Institute 
of Electrical Engineers, Mexico, Federal! Dis. 
trict, Mexico, June 21-25, 1948. 

Annual Convention, Iluminating Engineer. 
ing Society, Hotel Statler, Boston, Mass., Sep. 
tember 20-24, 1948. 





Southern 


Accounting Conference, Southeastern Electric 
Exchange, Roosevelt Hotel, New Orleans, La., 
November 13-14, 

National Electrical Wholesalers Association, 
Area Meeting, Sales Promotion, Atlanta, Ga., 
Dec. 1, 1947; Nashville, Tenn., Dec. 2, 1917 
Charlotte, N. C., Dec. 4, 1947; and New Or. 
leans, La., Dee. 5, 1947. 

The Meter and Service Committee of the 
Edison Electric Institute and the Committee 
on Metering and Service Methods of the AEI( 
have both scheduled meetings at the Biltmore 
Hotel, Oklahoma City, Okla., Feb. 9-11, 1948. 
Joint meetings will be held during part of the 
three-day session. 





While this selector features all « 
the basic fixtures in the Mitchell 


line, it may be used in connecti 


with practically any type of fluores- 


cent fixture. By selecting rel 


room dimensions and type of fixture 


for a given foot-candle intensity 


sired, the selector will show the num- 


ber of lamps and fixtures require 
illuminate a given area. 

Those who will find this select 
valuable as a time-saver include 
trical wholesalers, dealers, contrac 
tors, architects, lighting engin 
utility lighting men and anyone | 
ning or estimating on a fluorc 
fixture lighting job. 


Two New Distributors 
For Automatic Electric 


THE APPOINTMENT of two 
“Sepco” 


matic Electric Heater Co., Inc., 
Pottstown, Pa. 
ance Company, Atlanta, will cover t! 
state of Georgia, and, the Richmo: 
Hardware Company, Richmond, V 
will cover the state of Virginia 
eastern North Carolina. 
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electric water heater distr- 
butors has been announced by Auto- 


The Georgia Ap} li- 





orzo 


Detroit 
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Who looks at switches, anyhow? 


LECTRICIANS, operators and the people who build them know 
E why BullDog Vacu-Break Switches are superior. Engineers 
know too! 

But if you’re a plant executive, it may be all Greek to you. And 
that's as it should be. The only switch that interests you is one that 
won’: work—one that causes costly shutdowns on the production 
line and expensive delays for maintenance and repairs. 








Forget these problems! You can do it the minute BullDog switches 
take over as the guardians of your Circuits. 


You can reach a BuliDog Field Engineer as easily as you reach for 
your ‘phone. He’ll welcome the opportunity to give you full techni- 
cal details and show you a BullDog installation near your own 
plant. Or, write BullDog direct for descriptive, detailed folders. 


4 
T ELECTRICIANS DO! And the e 
first thing they see about a ‘ 
BullDog Vacu-Break Safety 
Switch is ample wiring space 
that makes their job of instal- 
lation easy—without damaging 
cable insulation and without 
skinning their knuckles. They 
notice, too, that front operation 
allows “ganging” without waste 
space. Finally, they spot the 
durable construction that means 
fewer repairs. 





“) OPERATORS, TOO! They 

like BullDog’s rugged, 
rocker-type handles—easily 
accessible and built to take 
years of tough usage. They 
appreciate quick-action mecha- 
nism that assures positive “ON 
and OFF” operation, plus bolt- 
tight “Clampmatic Contacts.” 
And best of all, they know that 
“safety” is more than a word 
with BullDog. 


AND SO DO THE PEOPLE 

WHO MAKE THEM! There’s 
a certain satisfaction in build- 
ing a product you know is 
good. And that’s the sort of 
satisfaction BullDog craftsmen 
feel when they work with high- 
grade materials to execute mod- 
ern designs. At the end of the 
production line, BullDog in- 
spectors see a switch that’s 
engineered and built for long, 
trustworthy service—and good- 
looking, too. 





!!Dog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards—Superba and 

ker Type Lighting Panels—Switchboards—Circuit Master Breakers—’’Lo-X”’ Feeder BUStri- 

stion DUCT—“Plug-in’’ Type BUStribution DUCT—Universal Trol-E-Duct for flexible lighting— 
industrial Trol-E-Duct for portable tools, cranes, hoists. 


BULLDOG a 
— ] 
ELECTRIC PRODUCTS COMPANY “es 


Detroit 32, Michigan. Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronts 
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Allen and Associates 
Expand Representation 


Wit C. ALLEN and Associates, 
Inc., of, Birmingham, Alabama, has 
been appointed to handle the com- 
plete line of “Country Aire” products 
for Lakewood Engineering and Manu- 
facturing Company, in the eight 
southeaste:n states. 

Mr. Allen has been connected with 
the sale and promotion of appliances 
and radios for the past 25 years, hav- 
ing been associated with the Birming- 
ham Electric Company, in the Com- 
mercial Department, for ten years, and 
having served as division merchandise 
manager for Florida Power and Light 
Company, Miami, for several yea‘s. 

His present company was organized 
in August, 1944, and incorporated on 
September 1, 1946, with Mr. Allen 
as president and general manager. 

Mr. Allen also served as managing 
director of The Miami Electrical Lea- 
gue from 1931 to 1934 and was the 
first to promote the Dealer Coopera- 
tive Merchandising Plan of the Flor- 


William C. Allen, president and 
general manager of William C. 
Allen and Associates, Inc., at his 
desk. Below, night view of the sales 
organization’s building in Birming- 
ham, Ala., which includes offices, 
display space, and warehouse faci- 
lities. 


ida Power & Light Company through- 
out its properties. He also was direc- 
tor of several electrical expositions 
held in Miami under the auspices of 
the Miami Electrical League. 

In 1939 he returned to Birming- 
ham as division merchandise manager 
for one of Birmingham’s leading de- 
partment stores and was in active 
charge of the merchandising of radios 
and appliances until resigning to enter 
business for himself as a manufactur- 
ers’ representative. 

This firm maintains main offices, 
sales rooms, and also warehouse space, 
at 714 North 3rd Avenue, Birming- 
ham. Offices and display space con- 
sists of 2500 sq. ft., and warehouse 
space of 5000 sq. ft. Sales activities 
cover eight southeastern states. The 
firm also represents The Sparks-With- 
ington Company of Jackson, Michi- 
gan, manufacturers of Sparton Radios. 

In addition to Mr. Allen, the sell- 
ing organization includes J. C. Hart- 
line, sales manager, two field sales sup- 
ervisors, and twelve territory sales rep- 
resentatives. 


Dealer Meetings Held 
By Philco Distributor 


McDonatp Brotue_rs, Philco dis- 
tributors, Memphis, Tennessee, have 
just concluded a series of dealer and 
dealer training meetings in Memphis 
and the surrounding territory. 

The first meeting was held in 
Jackson, Tennessee, with Brent 
Oberer, territory representative, dis- 
cussing and demonstrating the entire 
Philco line. Other meetings were 
held in Jonesboro, Arkansas; Grenada, 
Mississippi, and two meetings at the 
Peabody Hotcl, in Memphis. Other 
McDonald representatives taking part 
in the meetings were Gene McIntyre, 
Leo Norman, Vic Neef, and Dan 
Hamner. 

The fall advertising campaign was 
discussed at length by John L. Mc- 


Donald, sales manager, who was jp 
charge of all meetings. Over 40 
sales representatives and dealer: 3 
tended. 


Portfolio Available 
On Planned Lighting 


A Portrotrio of Planned Lighting 
equipment is available from 'h 
Edwin F. Guth Company, of §t 
Louis. This portfolio contains des 


criptive literature in loose-leaf 
on a_ representative group of 
fluorescents. 

The information in this lite 
has been prepared with the consun 
er’s and the lighting counselor’s view 
points in mind. The Portfolio giv 
complete details on the constru 
and performance of these lighting fix 
tures, so it is easy for the consumer 
to make a comparison and choi 
also provides helpful lighting 
and reliable light-engineering f 
that enable the lighting man to 
rately predetermine lighting resu 


Chattanooga Sales 
Set New Record 


OFFICIAL FIGURES Compiled b 
Osborne, sales promotion sup¢ 
for the Electric Power Board of ‘ 
tanooga, ‘Tenn., disclose that th« 
of electrical appliances by dealc 
that city for the 12 months v 
ended June 30, 1947, totaled 
062,648, setting a new high record 
and exceeding total sales for the pr 
vious 12 months’ period by approxi 
mately 500 per cent. These figures 
were based on reports received b\ 
the Power Board from 115 Chatta 
nooga dealers, Mr. Osborne stated. 


ily since June, 1946. During that 
month, sales amounted to $245,000, 
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THE CLARK CONTROLLER CC 


resents 


jL. 100 
AD. CA 


CLARK CONTR 
“LEVELA 


STANDARD 
DUTY 


PUSH 
BUTTON 


Clark Bulletin 100 Type EE Standard Duty 
Push Button Station (Standard Enclosure) 


Push Button Station 
Enclosure with Lock- 
ing Latch 


I's GOT EVERYTHING necessary to Loosen one self-retaining screw 
be used with Starters and Contactors to remove cover. 
up to and including NEMA Size 4 Large %” diameter Movable 


and 150 Amperes. Contacts. 
%," diameter Buttons —"START" sone ie furnished in machine 


Button is black, with guard ring ; - ™ 
to prevent accidental operation. a on “STOP” Button 


STOP" Button is red. This Push Button is a worthy addition 


One-piece Bakelite Base—loosen- to the CLARK line of Bulletin 100 Heavy 
ing one self-retaining screw Duty Stations which are available in 
releases base. many types of enclosures. 


Available through CLARK distributors 


| THE CLARK CONTROLLER CO. 


L 
i “¢ . 
SS ®YTHING UNDER CONTROL + 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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while in May of this year the total 
sales hit an all-time high of $607,- 
299. Previously, the record monthly 
sales total was registered in May, 
1941, when a total of $464,146 was 
reported. 

“Even though manufacturers have 
tremendously increased their produc- 
tion,” Mr. Osborne stated, “there is 
no indication that the total sales in 
Chattanooga have reached a_ peak. 
Except for a few appliances, the sup- 
ply is not sufficient and dealers have 
not yet been able to keep samples 
on the floor. 

“When we compare June sales of 
this year with those of the same 
month a year ago,” he continued, “we 
find that the sales of many major 
appliances have increased _ several 
times. This year, the June dollar 
sales of electric ranges is more than 
six times greater than the sales during 
June, 1946. Refrigerator sales are 
2.6 times those of a year ago, washing 
machines three times as great and 
vacuum cleaners seven times as great. 

“The sale of water heaters has been 
fairly regular due to the good supply 
in Chattanooga. During the calen- 
dar year, 1946, about one out of every 
140 heaters manufactured throughout 
the United States was sold in Chat- 
tanooga. Water heater sales for June 
are up 18 per cent above June a year 
ago. This is a record month and ex- 
ceeded the previous record established 
in March of this year.” 


New Wholesale Firm 


Formed in Kentucky 


A NEW coMPANY, the Richardson 
Electric Supply Co., Columbia, Ky., 
has just been organized to furnish a 
wholesale outlet for South Central 
Kentucky, including the Wolf Creek 
Dam Area, distributing all kinds of 
wire, supplies, light fixtures, electric 
water heaters, washing machines, and 
other electric appliances. 

The firm is owned by Frank and 
Harold K. Richardson, both of whom 
have had considerable experience in 
the retail and wholesale business. 


Hotpoint Sponsors 
Christmas Contest 


Srressinc the sales impact of tying 
up store window and interior display 
“in one package”, Hotpoint, Inc., will 
sponsor a nation-wide dealer Christ- 
mas display contest, with thousands of 
dollars in merchandise as awards, top- 
ped by a de luxe 1947 Ford sedan, Ed- 
ward R. Taylor, merchandising man- 
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This L-shaped kitchen, shown in a Hotpoint dealer’s store, and dramatized 

with a co-ordinated window display, is the type that will qualify for awards 

in the company’s Christmas display contest for dealers. The contest opens 
Thanksgiving day and closes on New Year’s day. 


ager, has announced. Opening 
Thanksgiving day, the contest will 
continue until New Year’s day, and 
dealer awards will be based on any 
one-week display during the period. 
The company’s first postwar Christ- 
mas promotion, the contest is part of 


Hotpoint’s over-all promotional pro- 
gram co-ordinating local dealer dis- 
play with its multi-million dollar na- 
tional advertising campaign, Mr. Tay- 


lor explained. While sales emphasis 
is placed on complete all-electric kit- 
chens and laundries, dealer entrants 
also may display individual kitchen 
and laundry appliances in original set- 
tings, he said. 

While dealers will be the only 
prize winners, the Christmas promo- 
tional program will include distribu- 
tors, and company regional and dis- 
trict sales managers. In addition to the 
top national award, each of Hotpoint’s 
four sales regions will receive a $1,000 
government “E”’ bond to be awarded 
the dealer with the most outstanding 
display in the region, the official said. 
Each distributor will receive a $190 
government “E” bond to be awarded 
to the dealer with the top display 
in the territory. Runners-up in distri- 
butors’ sales areas will receive Parker 
“51” pen and pencil sets. 

Gold plaques, inscribed by Vice- 
President L. C. Truesdell, will be giv- 
en regional and district managers, and 
the distributor in whose territory the 
grand national prize winner is located. 
Silver plaques will be awarded distri- 
butor, regional and district manager 
for the grand regional award winner 
dealer. 


“Awards in the contest will be 


based on originality, ingenuity, 
over-all attractiveness,” Taylor 
They will be based on the decision \ 
three judges, who will select winners 
from display photographs submit 
by dealers. 

While counter cards, wind 
streamers, pennants and other promo- 
tion aids will be made available for 
the contest, the dealer is free to set up 
his own display as he chooses. Con- 
test deadline is January 20, when all 
photos must be submitted, and 
wards will be announced February 


Fractional Hp Motors 
All-time High at G-E 


Propuction of fractional horsepow 
er motors, used in literally thousa 
of industrial, farm, and home app! 
tions, has been boosted to an all-time 
high at General Electric through 
standardization program coupled wit! 
increased manufacturing facilities. 
supply has not yet caught up \ 
demand for certain types, accord 
to A. W. Bartling, manager of the 
company’s fractional horsepower 1 
tor division. 

Even though output this year will 
be “considerably above” the average 
rate for the prewar years 1936-19+0, 
motors for washing machines, fans, 
blowers, sump pumps, and similar ap- 
plications are still in short supp'y. 
Bartling said. These are constant- 
speed alternating-current motors rated 
from 1/6 to 1/3 horsepower. 

Bartling attributed a considerable 
share of his company’s over-all gains 
in small motor production to an in- 
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EMERSON-ELECTRIC’S Sensational 
v Radiant & Fan-Type HEATER 
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ONLY EMERSON-ELECTRIC 
GIVES YOU THESE 
EXCLUSIVE 
“HEATRAY - REFLECTORS” 


(Design Patent D142219, other 
patents applied for.) 
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Forced air — 150 cubic feet per min- 
ute — flows over four chromium- 
plated reflectors, with a total of 114 
square inches of heating surface, in 
which nestle 17% feet of nichrome 
wire coils. 
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Fett and half-page ads in leading national maga- 
zines break the news of Emerson-Electric’s 
amazing new Radiant & Fan-typeHeater to your cus- 
tomers. A complete line-up of merchandising helps 
is yours to help build a profitable Christmas business. 


It's the item you’ve been looking for to feature to the 
Christmas trade, bound to appeal to both givers and 
getters! See your nearest Emerson-Electric Whole- 
saler or write for Sales Help and Catalog Folders 
No. 926 today! 


The Emerson Electric Mfg. Co., St. Louis 21, Mo. 
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EMERSON 22 ELECTRIC 
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dustry-wide fractional horsepower mo- 
tor standardization program, on which 
G. E. has co-operated with the Na- 
tional Electrical Manufacturer’s Asso- 
ciation. 

“Through this program, we have 
reduced the number of different kinds 
of motors being manufactured at one 
time from more than 25,000 to less 
than 4,000,” Bartling said. 

“As recently as two years ago, it 
would have been mathematically pos- 
sible to order motors from our hand- 
books with as many as 185 billion 
variations. Such an _ astronomical 
number of differences is obviously un- 
necessary.” 

Benefits of the standardization pro- 
gram, in addition to facilitating in- 
c-eased production, are greatly in fa- 
vor of manufacturers who use motors 
in their products, as well as the ulti- 
mate purchasers of those motor-equip- 
ped products. 


New Ceramic Research 
Laboratory Founded 


ConForMIN¢ to its policy of build- 
ing its expansion program on a foun- 
dation of research, the Locke Insula- 
tor Corporation—a G-E affiliated 
manufacturing company — has dedi- 
cated a new laboratory to research in 
the broad field of industrial ceramics. 

Designated as the Fred M. Locke 
Ceramic Research Laboratory, it is 
composed of three parts: 

(1) A research laboratory for ap- 
plied research work on ceramic mate- 
rials. 

(2) An experimental laboratory 
where developments of the Research 


A stack of switch insulators is 
flashed over at approximately 
1,000,000 volts during tests in the 
Frank H. Reagan Hi-voltage De- 
velopment Laboratory of the Locke 
Insulator Corporation in Baltimore. 
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The shell of a Locke switch insula- 
tor is formed on the “‘jigger” wheel 
at the Locke Insulator plant. 


and Engineering staff are produced on 
a full-scale basis before release for 
general production. 

(3) A material control laboratory 
which operates to assure that mate- 
rials and processes are maintained at 
the high standards of quality de- 
manded ‘by our engineers. 

A special program was presented at 
the dedication ceremony on Septem- 
be; 30th. Among those who partici- 
pated in this program are: R. G. 
Bellezza, president, Locke Insulator 
Corporation; Charles E. Wilson, pres- 
ident, General Electric Company; 
Ralph J. Cordiner, vice-president, 
General Electric Company; Harry A. 
Winne, vice-president, Gene-al Elec- 
tric Company; Dr. C. G. Suits, vice- 
president, General Electric Company; 
W. S. Hill, manager of engineering, 
Locke Insulator Corporation; and 
Ernest R. Acker, vice-president, Edi- 
son Electric Institute. 

At the same time the company also 
honored a former president, Frank 
H. Reagan, by naming the existing 
high-voltage laboratory for him, and 
dedicating this laboratory to the devel- 
opment program. In it, impulse or 
lightning voltages of nearly two mil- 
lion and commercial frequency volt- 
ages of over one million are being 
utilized in the development of more 
effective and lower cost insulators for 
the electrical industry. 


Memphis. Distributor 
Flies To Dealers 


CooLeRATOR DEALERS in the Mem- 
phis, Tenn., area now will transact 
business with a “flying” distributor, 
according to Edgar R. Champion, 
advertising and sales promotion man- 
ager for The Coolerator Company. 


With the appointment of Shobe, 
Inc. of Memphis as distributor fo 
the company, Norvell S. “Cy” Shobe 
and his Beechcraft Bonanza come 
into Coolerator service. 

Mr. Shobe has been flying 
1936, when he was manager of 
Radio and Appliance Division oj 
Orgill Brothers Company in Nici 
phis. The hobby progressed at 
professional speed that six years 
when he volunteered for Navy s« 
he was ordered to set up fligh: 
struction in northern and north 
ern areas of this country. Lat 
was placed in charge of Navy 
training for sixteen colleges in S 
Dakota, Nebraska, Iowa, Col 
Wyoming, Kansas, and Missouri 

It was immediately followin; 
release from the Navy that 
Shobe, together with Willian 
Kent, organized Shobe, Inc., dis 


Norvell S. Shobe, head of Shobe, 
Inc., Coolerator’s new Memphis dis- 
tributor, poses on the wing of his 
Beechcraft Bonanza which he uses 
for flying visits to his dealers 


tors of radios and appliances. ‘I can 
ing his “hobby” with business, Mi 
Shobe inaugurated his system of call 
ing on dealers by Beechcraft. 

Mr. Shobe’s background in the ap 
pliance field dates back to 1922 when 
he joined the Federal Radio Com- 
pany, a Kansas City firm. Subse- 
quently, he was appointed manager ot 
the Nashville branch of the J. E. 
Dilworth Company and _ later was 
southern representative for the Philco 
Radio Corporation until his connec: 
tion with Orgill Brothers. 


Farnsworth Appoints 
Miami Distributor 


APPOINTMENT of a new distributor 
in the South has been announced by 
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With conditions changing as rapidly as they are, you’d 
be mad, too, if first hand information of trade develop- 
ments wasn’t available to you. But there’s where the 
firms making up the Atlanta Electrical Agents 10 Year 
Club...each with 10 years or more constant contact with 
the southeastern electrical trade...offer you service 
beyond the contract. With their fingers on the pulse of 
trade activities they can be depended upon for reliable 
information upon which to predicate your future plans. 
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the Farnsworth Teievision & Radio 
Corporation. 

Walder Radio & Appliance Com- 
pany, 1809 N. E. Second Street, Mia- 
mi, Fla., will handle distribution of 
Famsworth products in six Florida 
counties — Dade, Broward, Palm 
Beach, Martin, St. Lucie and Indian 
River. 

Officers of the Walder Company 
are Roy J. Schneider, president; W. 
L. Obenchain, vice-president, treasur- 
er and general manager; and Dorothy 
P. Schneider, secretazy. 


Increasing Competition 
Forecast For Appliances 


AN INCREASINGLY COMPETITIVE 
market in the electrical appliance bus- 
iness was forecast for next year by 
J. H. Ashbaugh, vice-president in 
charge of the Westinghouse Electric 
Appliance Division, Mansfield, Ohio. 

Mr. Ashbaugh described the com- 
ing market for some 55 distributor 
salesmen at the opening session of a 
six-day Appliance Merchandising Cli- 
nic as one in which there will be an 
increasing number of appliances for 
salesmen to sell. 

“As soon as the supply of sheet 





E. J. Hegarty, sales training manager, Westinghouse Electric Appliance Divy., 
explains the construction of the Sanalloy freezer unit to a group of distribu- 
tor salesmen during one of the Appliance Merchandising Clinics now being 


held at the Mansfield, Ohio, plant.- 


metal improves,” he declared, “there 
will be an ample supply of electrical 








Mare Efficient Lighting 
DUO-MOVE SYSTEM OF MAINTENANCE 








with ABolite 


appliances. Then it is going to be 1 


competitive market.” 
The distributor salesmen at the Cli 


nic heard T. J. Newcomb, sales man- 
ager, and Vernon E. Vining, mer 


chandising consultant, discuss distri 


bution and product acceptance be- 
fore starting on a guided factory tour § 
of the Mansfield plant’s 21 miles of 


conveyor lines. 

The factory tour is a featured pa:t 
of the Appliance Merchandising Cli 
nic set up by E. J. Hegarty, Westing 
house appliance sales training man 
ager, to introduce new salesmen to the 
appliance business and refresh exp 
erienced men on appliance practices. 

Some 300 Westinghouse distribu 











THE JONES METAL PRODUCTS CO., West Lafayette, Ohi 


QUICK REPLACEMENT — EASY TO 
CLEAN — SAVES TIME & LABOR 


ABolite DUO-MOVE type reflectors consist of a hood 
with separable socket which remains permanently at- 
tached to the conduit. The lower member of socket is 
attached to metal collar at top of reflector neck. This 
permits reflector and lamp to be taken down as a unit. 
With the Duo-Move Changer, maintenance is so easy 
and quickly accomplished you can always have clean 
reflectors and bright, efficient lighting. DUO-MOVE and 
separable socket type reflectors are available in RLM 
standard dome, shallow dome, deep bowl and mercury 
vapor types. ABolite Reflectors are sold exclusively 
through electrical wholesalers. 





7 PORCELA 








tor salesmen will be put through the 
Clinic in groups of 55 or 60 during 
the remaining months of 1947, and 
the early part of 1948, in preparation 
for the coming competitive market. 
Some 200 distributor salesmen and 
executives already have completed the 
course. 

The subject matter of the Clinic 
includes: indoctrination of the history 
of Westinghouse and the appliance 
business; coverage policies and_ plans 
pointing up the value of a Westing 
house full line franchise and explain- 
ing Westinghouse distribution meth- 
ods; setting up dealers with retail iden 
tification, display, finance plans, kit 
chen and laundry planning, service or 





erating with retailers in national and 
co-operative advertising, and in plan- 


‘J ganization and salesman training; op- 
° 
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ning local promotion; product sales 
training in which all Westinghouse 
electrical appliances are explained by 
factory engineers and sales managers. 

[he Clinic was organized to supply 
Westinghouse distributor salesmen 
and executives with the information 
they said they needed to do their jobs. 
It was pre-tested with a group from 
the division’s field organization and 
one made up of distributor executives 
before it was set up in its final form 
for distributor salesmen. 


Dibner Elected 
Burndy President 





(HE BOARD Of directors of the 
Burndy Engineering Company has 
elected Bern Dibner president. He 
succeeds Philip Fried whose recent 
death terminated a 23-year leadership 
of the corporation which is engaged 
in the manufacture of electric power 
equipment. The Burndy company 
operates plants at 107 Bruckner Blvd., 
New York City, and Vernon, Calif. 
Mr. Dibner, a graduate electrical 
engineer and fellow of the American 
Institute of Electrical Engineers, — <= we Pg HES 
founded the Burndy organization in : 
1924, following his association with 


Bern Dibner 


the Adirondack Power & Light Corp. 
and the Electric Bond & Share Com- 
pany. With the latter corporation, 
he assisted in the electrification of 
Cuba. Mr. Dibner is a veteran of 
both wars and upon his return in 1945 
from the European Theatre, where he 
served as Lieut. Colonel with the 


Army Air Forces, he resumed his tasks 
as vice-president and general manager C a E 4 C F Ne T 
of Burndy. 

Other officers elected by the board 
are: Marvin Lee, executive vice-pres- W | R E A N D & A B L E 
ident; F, E. L. Whitesell, vice-pres- 
ident in charge of sales; Julian Rogoff, 


treasurer and chief engineer; and Sid- 
ney Wolberg, secretary. 
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Ninety-Minute Course 
On Bendix Home Laundry 


REFRESHER TRAINING Courses in 
how to sell the Bendix automatic 
Home Laundry are being presented 
throughout the nation to some 20,000 
retail salesmen. 

Streamlined in both brevity of pre- 
sentation and effectiveness, the train- 
ing is given by the wholesale salesmen 
of Bendix Home Appliances’ 78 dis- 
tributors to audiences of one to three. 
The entire job will be completed by 
the 250 instructors before Dec. 31. 

Using an 8 by 13-inch flip chart, 
the instructors open the 90-minute 
course by telling the sales people that 
“in the Bendix automatic Home 
Laundry you have the key to the 
greatest opportunity in the history of 
appliance selling.” 

Succeeding sections detail “The 
Five Keys to Signed Orders”—First, 
find and qualify prospect; second, 
classify your prospect; third, demon- 
strate to every prospect; fourth, make 
objections work; fifth, ask for the 
order. 

The course is a_right-about-face 
from mass training of retail salesmen. 
A. C. Olander, retail merchandising 


manager for the manufacturer, de- 
clares that individualized instruction 
assures better reception, conception, 
and recollection and provides imme- 
diate opportunity to ask and answer 
questions. With each trainee, the 
instructor leaves a 542 by 8¥2-inch re- 
plica booklet of the flip chart, which 
is used for review. Each trainee is 
given a test on the course when the 
instructor visits the dealer again. 

Twenty-one suggestions are offered 
to find qualified prospects. In simi- 
lar detail, other essentials to effective 
selling are implemented for the bene- 
fit of the retail salesmen. 


Lamp Sales Pushed 
By Westinghouse 


WESTINGHOUSE LAMP distributors 
across the nation are going after in- 
creased sales in their territories in a 
campaign backed up by a localized 
plan of attack and an over-all com- 
pany lamp promotional push. 

The plan to increase distributor 
sales of Westinghouse lamps, devel- 
oped by the Advertising & Sales Pro- 
motion Department of the Lamp Di- 
vision, was timed to coincide with 





IF SO—WRITE NOW for the new 
HARCO 1947 CATALOG 


of complete up-to-date information 


on all makes of ELECTRIC 
MOTOR PARTS, BEARINGS 
BRUSHES, CAPACITORS 
COUPLINGS and PULLEYS 


LIMITED EDITION Due to Paper Shortage... 


WRITE FOR YOUR COPY AT ONCE!! 


2473 SHERMAN AVE., N.W., WASHINGTON 1, D.C. 





one of the largest consumer and tra 
paper advertising schedules in the 
tory of the Division. 

Salesmen working out of the 
ous Lamp Division District off 
have been outlining the plan to ; 
cipal distributors in their area. 
presentation includes a master s« 
charts, pictures and promotional 
gestions for the salesmen to us 
their discussions before the more 
300 Westinghouse distributors, 
key salesmen, and Westingh 
Electric Supply Company sales: 
The lamp market in each distribu 
territory is analyzed and inscribe 
the chart in personalized form. |] 
distributor’s goal is then set, 
methods of accomplishing the ob 
tive are specified. 

These methods include: a ki 
edge of the lamp business and it 
tentialities for profitable, steady 
iness; analyzing imactive accounts an 
obtaining new prospects; and takin 
full advantage of the company’s 
motional efforts and follow 
through on them. 


Statement of Ownership 


Statement of ownership, management, 
lation, etc., required by the Acts of C 
of Aug. 24, 1912, and March 3, 1933, of 
trical South, published monthly at M:z 
Georgia, for October 1, 1947. 

State of Georgia, County of Fulton. 

Before me, a Notary Public in and for the 
State and County aforesaid, persona! 
peared Frank P. Bell, who having been 
sworn according to law, deposes and say 
he is the Business Manager of the Ele 
South, and that the following is, to the 
his knowledge and belief, a true statement 
the ownership, management, etc., of thé 
said publication, for the date shown 2 
above caption required by the Act of August 
24, 1912, as amended by Act of March 3, 
embodied in Section 537, Postal Law 
Regulations, printed on the reverse side 
form to-wit: 

1. That the names and addresses 
publisher, editor and business manager, are: 

Publisher, W. R. C. Smith Publishing Co., 
Atlanta, Ga. 

Editor, Carl W. Evans, Atlanta, Ga. 

Business Manager, Frank P. Bell, Atlanta, 
Georgia. 

2. That the owners are: 

W. R. C. Smith Publishing Co., Atlanta, Ga., 
Estate of W. R. C. Smith, Atlanta, Ga.; ( 
Sharpless, Atlanta, Ga.; T. W. McAlliste 
lanta, Ga.; W. J. Rooke, Atlanta, Ga. ; 
O’Brien, Atlanta, Ga.; J. C. Cook, Atlanta, 
Ga.; R. P. Smith, Atlanta, Ga., and Mrs. E. 
Philpot, Atlanta, Ga. 

3. That the known bondholders, mortgagee 
and other security holders, owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities, are: None. 

4. That the two paragraphs next above giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security company but 
also in cases where the stockholders or secur- 
ity holders appear upon the books of the 
company as trustees or in any other fiduciary 
relation, the name of the person or corpora- 
tion for whom such trustee is acting, is given; 
also that the said two paragraphs contain 
statements embracing affiant’s full knowledge 
and belief as to the circumstances and con- 
ditions under which stockholders and _ security 
holders who do not appear upon the books of 
the company, as trustee hold stock and secur 
ties in a capacity other than that of a bona 
fide owner and this affiant has no reason to 
believe that any other person, association, oF 
corporation has any interest, direct or in- 
direct, in the said stock, bonds, or other se 
curities than so stated by him. 

RANK P. BELL, 
Business Manager. 

Sworn to and subscribed before me this Ist 

day of October, 1947. 
SEBA J. JONES, 
Notary Public at Large. 
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Westinghouse Refrigerator 
Pocket Manual Available 


A NEW POCKET MANUAL covering 
the theory, manufacture and sale ot 
Westinghouse refrigerators is now 
available to retail dealers and their 
salesmen, it was reported by A. R. 
Heck, merchandise manager of the 
Houschold Refrigeration Department 
of the Westinghouse Electric Appli- 
ance Division, Mansfield, Ohio. 

Designed for easy carrying and 
ready use, the manual contains 65 
page ind measures only 4 by 7 
inch Included in the manual is a 
brief history of Westinghouse, the 
theory of refrigeration and an illu- 

ted tour of a refrigerator produc- 
tion line, pictures and specifications 
f the four Westinghouse refrigerator 

and blueprints of a tested 
itor selling plan. 


Kitchen Display Unit 
Requires No Tools 


A revoLuTIONARY, flexible kitchen 
display background is announced by 
Mullins Manufacturing Corporation 
for Youngstown Kitchen dealers. It 
is a precision engineered background, 
consisting of walls, header and soffit, 
and decorative end columns. 

One of the display’s outstanding 
features is that it may be installed, 
changed in size, moved, or dismantled 
without the use of tools. 

Although the display is flexible, it 
is rigid and needs no bracing. It may 


a 
gl 





CAROLINA DISTRIBUTOR CONTRACTS SINGER—It was a big event for 
Southern Appliances, Inc., Charlotte, N. C., and Station WBT, when a con- 
tract was signed to feature charming Betty Johnson, soloist of the Johnson 
Family Singers, for a Bendix automatic washer program three times a week. 
Left to right: R. N. York, advertising manager for Southern Appliances; J. C. 
Crates, sales executive; L. L. Miller, treasurer; Keith Byerly, radio station 
sales manager; George Knight, distributor sales co-ordinator; Miss Johnson; 
Larry Walker, station program director; Clarence Etters, organist; and seated, 
Calvin D. Mitchell, president of Southern Appliances, Inc. 


be set up as a onc-wall display, an 
“L” shaped, or may be made into a 
“U” shaped disp!ay by the addition 
of three simple panels. 

Adjustment for different sized and 
shaped kitchens is very easy. A sim- 
ple hook device holds the wall cabi- 
nets in place and the few bolts used 


This Youngstown kitchen display is just one of many which may be made up 
with a new flexible display background developed by Mullins Manufacturing 
Corporation. Designed to be set up, moved, changed in size, or dismantled 
without tools, the display will fit almost any size floor space. Jack Gimbel 
assistant advertising manager for Youngstown, inspects a sample display unit. 
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are equipped with wing nuts. 

The header over the cabinets has 
the same full flexibility as the back 
round, and serves both as a sign and 
soffit. A window is available also. 
Six copy panels are provided to show 
prices, advertisements, photos or 
other material. 

The Flexible Youngstown Kitchens 
Display is available to Youngstown 
dealers at approximately the cost of 
building a temporary display in a store 
or exhibit. 


Electrical Laminations 
Handbook Available 


A new Electrical Laminations 
handbook and catalog has been pub- 
lished by Thomas & Skinner Steel 
Products Company, of Indianapolis, 
Indiana. 

The booklet contains complete and 
comprehensive information on Thom- 
as & Skinner’s stock lamination dies, 
plus valuable data on weights, char- 
acteristics and suggested applications 
of electrical steels. 

The handbook and catalog is avail- 
able by request on your company 
letterhead from Thomas & Skinner 
Steel Products Company, 1140 East 
23rd Street, Indianapolis, Indiana. 
The literature is designated as cata- 


log No. 47. 
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1101—Compact Range 


Manufactured by Frigidaire Division, 
Gene:al Motors Corp., Dayton 1, 
Ohio 


Tur R-J-3, a small compact electric 
range with a big full-sized oven is be- 
ing produced for apartment house in- 
stallations. This range offers prac- 
tically all of the basic features of the 
larger models. It is equipped with 
three surface units and is 21 inches 
wide, 26-15/16 inches deep and 42 
inches high. All six sides of the oven 
are insulated with a thick layer of 
glass wool. 


1102—Clock-Radio Set 


Manufactured by General Electric 
Company, Syracuse, N. Y. 


Mopet 62 in white urea plastic, a 
combination clock-radio receiver, has 
four tubes in addition to the rectifier. 
A built-in-beam-a-scope makes an out- 
side antenna unnecessary. The user, 
in order to have his favorite program 
come on at the right time, scts the 
clock dial, selects the station, and the 


clock does the rest. At the correct 
time, the radio is automatically turned 
on to the chosen program. Another 
set, Model 60, is available in rosewood 
plastic. 


1103—Convertible Circulator 


Manufactured by The Fresh’nd-Aire 


Company, Chicago, II. 


THREE POSITIONS are possible with 
this new line of air circulators, high 
stand, low stand or wall position. 
Each unit comes fitted for use as a 
low stand fan. The base is designed 
so that if turned 90 degrees it be- 
comes a wall mounting. ‘To convert 
the low stand model to a high stand 
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circulator merely requires the addition 
of a telescoping chrome-steel tubing 
and a rubber-treaded sub-base section, 

The actual conversion from low to 
high stand is a simple operation. Th 
low stand base is removed from the 
tubing and the tubing unbolted from 
the circulator. The high stand sub 
base is then bolted to the low stand 
base and the high stand tube at. 
tached. Then, the circulator bolts 
onto the telescoping tube and is ad- 
justed to the desired angle. The elec 
tric cord from the circulator js 
threaded down through the telescop 
ing tube and plugged into an outlet 
This entire conversion operation tre 
quires only the addition of two parts 
to the low stand model and a few min- 
utes work. 


1104—Roller Pipe Supports 


Manufactured by Unistrut P:oducts 
Company, 1013 Washington Blvd, 
Chicago 7, Ill. 


One-Incu to twelve-inch pipe cat 
be supported on the same Unistrut 
roller pipe supports, by varying the 
length of the axle. 

In this new design, the supporting 
rings of the conventional solid rollers 
have been separated into two distinct 
tapered rollers, having a slope of 30 
degrees. The standardization permt 
ted by the unique design simp!ifice 
tion eliminates much of the problem 
of stocking and supplying parts fo 
roller pipe supports to accommodate 
many different sizes of pipe. 
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FOR SAFETY’S SAKE... USE CONDUIT (Full Weight Rigid Steel) 


On the wiring line with Buckeye Conduit 


ell 


Continuous suspended trestle, carrying full- weight 
rigid steel conduit in a New York public building. 
ail 
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Steel beam pre-cut for passage of full-weight rigid 
steel conduit in a New England office building. 
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Temporary wood bracing for wall out- 
lets and rigid steel conduit on a 
construction job in south Texas. 


Mont Ech wed Ay 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 
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Every day, almost everywhere, 
you'll find contractors installing 
Youngstown’s Buckeye Conduit to 
make electrical wiring systems safer, 
more permanent, more satisfactory. 


“Buckeye” is the most widely used 
standard-threaded, full-weight rigid- 
steel conduit in the world. It is sold by 
leading electrical distributors in every 
market. 

Specify and use Youngstown’s Buck- 
eye in every location where moisture, 
vapor or dust may create a hazard--in 
short, wherever Safety is a consid- 
eration. 


Open air over- 
head conduit sup- 
port at a Kansas 
utility substation. 


Ask your distributor for 
Youngstown Buckeye Conduit...Pipe and Tubular 
Products...Sheets...Plates...Electrolytic Tin Plate 
Coke Tin Plate... Bars...Rods...Cold Finished Carbon 
and Alloy Steel Bars...Wire...Tie Plates and Spikes 








The adjustable pipe supports 
mounted on adjustable frame mem- 
bers pe-mit a simple installation of 
piping runs. This eliminates the pro- 
b'em of predetermining hole locations 
to attain a pipe run of definite level 
and pitch. Simply adjust the height 
of the horizontal supporting member 
or the position of the pipe support it- 
self with a turn of the wrench. 


os ae 


1105—Communication System 


Manufactured by Dictograph P:od- 
ucts, Inc., 580 Fifth Avenue, New 


Tork, N. ¥. 





MODERN DESIGN is incorporated in 
this new, low-priced electronic inter- 
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Use coupon on page 82 to ob- 
tain additional information on 
these new electrical products. 





communication system designated as 
the Black Beauty. 

Made of black plastic, streamlined 
to enhance appearance, the master 
station is available in 1-2-3-4 point 
hookup with substations with or with- 
out the call-back feature. 


ve 
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1106—Pathway Light 


Manufactured by Cannon Electric 
Development Company, 3209 Hum- 
boldt St., Los Angeles 31, Calif. 


DesicNep for use along paths, 
walks, steps, platforms and many oth- 
er places where illumination is_re- 
quired in moderate volume for safety 
and convenience, the Pathfinder light 
is furnished for low (12-16V) voltage 
or standard 110-volt circuits. 

The complete assembly consists of 
a head or lighting unit, riser conduit, 
and a canopy base with outlet box, 
having a 7-inch spike. Cylindrical in 
shape, the three inch by three inch 











Sells Faster! 


The attractive, sturdy construc- 
tion and quick efficient heat 
make Economaster portable 
heaters favorites with customers 
everywhere. Economaster is the 
dealers’ choice, too, because the 
low retail price, with a good 
profit margin, makes Economas- 
ter sell faster. Fully guaranteed. 
Approved by Underwriters Lab- 


oratories. 


Interested Distributors Write 


ECONOMASTER SALES, Inc. 


128 8th Ave., N. 





Nashville, Tennessee 
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lighting unit consists of an aluminuy 
cap, lens socket, and yoke section se 
over a socket tube. Crystal polysty. 
rene lens of prisms is standard, 3} 
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though various combinations may be 
made with amber, green, red, and 
blue, including split lens. 

The canopy base unit has a 
aluminum covering over the outlet 
box with anchoring spike. Knockouts 
are provided in the outlet box fox con- 
duit. The entire unit is finished in 
aluminum paint. 
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1107—Coffee Maker 


Manufactured by The Silex Cx 
Hartford 2, Conn. 


Ipany, 





THREE YEARS absence. the 
mak: 


AFTER 
“Delray” two-cup vacuum coffec 


er is now back in full production. 
This unit is equipped with the Flavor 
Guard filter which can be used with 
or without cloth strainers to secure 
rich, full flavored, crystal clear coffee, 


free from sediment or dregs 
* * we 


1108—Rural Line Recloser 


Manufactured by Westinghouse 
tric Corporation, 306 Fourth 
Box 1017, Pittsburgh 30, Pa. 


A SINGLE-POLE, metal-tank 
ing breaker weighing but 65 pound 
for service on rural lines up to 15,00 
volts is announced by the ma! 
turer. Designed for completely 3 
matic operation, the force of the over 
load current is used to open the 
breaker and to store energy for reclos 
ing. 

Either four time-lag tripping 9% 
erations before lockout or two 1 
stantaneous followed by two time-<d 
lay ones and lockout can be selecte 
by changing a pipe plug, an adjust 
ment that can be done in the field by 
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, lineman in less than one minute. 
.@ The breaker is completely self-pro- 

tected against burnouts and damage 

py lightning. The trip coil can carry 

minimum trip current continuously % 

and is shunted by a De-Ion coil pro- HERE % steh | TO 

tector for protection against lightning 


surge 


so thaniteaninlan SELL MORE WIRE... 


Manufactured by Wagner Electric 
Corporation, 6400 Plymouth Avenue, 
St Louis 14, Mo. 





NEW ALL-STEEL 
DISPLAY RACK 





DEAL INCLUDES 
1250 FEET 
UL APPROVED WIRE 


TYPES OF WIRE TO 
[wo HANDY kITs of repair parts for SERVE ALL NEEDS 


f motors have been made available by 
S the manufacturer. The M-1 kit is for 
sevice men to carry with them and 
the large M-2 is for convenience and _A COMPLETE WIRE 
economy of stocking replacement 
parts in the shop. DEPARTMENT > 
The M-1 container is of heavy fi- fl 
S bre, 11-3/4 inches long, 6 inches IN ONLY YA 
nd 1-3/4 inches deep. It con- 2 FEET OF COUNTER SPACE 
variety of 61 replacement parts 
monly needed in repairing 
ppliance type motors up to and in- 
1/2 hp. 
M-2 | ee container is GET BEHIND THE NEW ROYAL WIRE DEAL 
t metal and is 24-1/2 inches 
3 inches wide, and 4 inches 
it coetamns = assortment of Put ROYAL quality WIRE right out where the customers can see it... 
00 fast-moving replacement 
ts for repulsion-start induction and with this new, modern, all-steel display rack! No more juggling with 
-start motors up to and in- 
ling 3 hp. Each kit has a list of 
nicuts printed on the inside cover more wire with less sales effort. Write for complete details! 
r to simplify reordering. 





loose spools. It’s a valuable permanent store fixture that will sell 


a ome THROUGH YOUR 
1110—Transformers WHOLESALER 


Manufactured by Allis-Chalmers Mfg. 
Ci pany, Milwaukee, Wisconsin 


NCINEERED to meet all the recom- 
| 


mendations included in the revised 
second report of the EEILNEMA CL : j 
t Committee on the standardiza- ; ably WIRE. * CORD SETS 


‘ distribution transformers from CARTRIDGE and PLUG FUSES « FUSTATS 


0 100 kva, 2,400 through 15,000 
S clean, tite anes Sneak ies TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


bes represents a 17 to 46 per cent | TA YOVAN MEANS 1 (QR @ OTTO \ RAG 3 oe ae 
aving in weight with corresponding 
reduction in size. The light weight 
is made possible by the use of prefer- 
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red oricntation electrical core steel. 

Features of the new units include 
spray Bonderized steel tanks with ma- 
chine welded seams to insure perma- 
ment protection against leaks; high- 
voltage pockets fabricated from a 
single piece of special deep-drawn 
steel permanently welded to the tank 
wall; recessed tank bottoms to pro- 
vide additional protection against rust- 
ing and mechanical damages in hand- 
ling; and low voltage bushings 
mounted with a gasketed joint which 
is held in compression by a pressed 
steel gasket ring. This ring can be 
casily removed at installation for re- 
placement of low voltage bushings, if 
necessary, without opening the trans- 











released a few times, shaking loose all 
the dirt. 

This model has two handles—one 
for carrying or storing in a horizontal 
position and one for carrving or stor- 
ing vertically. Some of the other fea- 
tures of this cleaner are: the conveni- 


ently angled nozzle slot which _per- 
mits the cleaning hose to be inse:ted 
without stooping; an automatic safety 
catch which keeps the hose from pull- 
ing loose; power switch that can be 
operated with cither foot or hand; an 
18-foot, brown rubber-covered cord; 
the 1/3-hp ventilated, universal (a-c 
or d-c) ball bearing motor which is 
mounted on rubber supports for quiet- 
ness; and gliders mounted diagonally 
to reduce carpet tracking. The clean- 
cr comes complete with a kit of clean- 
ing tools, including the Mothimizer 
and sprayer. 


former. 
xe * * 


1112—Cylinder Type Cleaner 


Manufactured by The Hoover Com- 
pany, North Canton, Ohio 


CuirF among the features of the 
Model 50 cylinder type vacuum clean- 
cr is the dirt ejector. The suction 
end of the cylinder is detached by a 
convenient release, operated either by 
hand or foot. The cylinder is then 
turned on end over a newspaper, and 
a foot-operated lever is depressed and 














“EFFICIENCY” DEVICES FOR CONDUI 









EFFICIENCY CONDUIT HANGERS 


for 


INDUSTRIAL CONSTRUCTION 


@ The most practical and widely adaptable 
hanger ever devised for supporting conduit 
or armored cable on open steel construc- 
tion. Will carry pipe at any angle to beam. 


Highest grade malleable iron, guaranteed 
against breakage. Set screw, cup pointed, 
tightened by free nut, plus 5-point radi- 
ating ridges of gripping surface holds pipe 
on true mechanical principle, guaranteeing 
a solid, non-slip support. 


Write today for your copy of EFFICIENCY 
Catalog No. 38B. 











CAT. NO. FOR PIPE AND CABLE SIZES 
F379 For armored cable 
F380 For %” and %” conduit 
F331 For 1”, 1%" and 1%” conduit 
F382 


For 2” and 24%” conduit 
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1113—Cable Connector 


Manufactured — by 
Company, 1270 Sixth Avenue, 
Tork, N.Y; 





Gedney Electric 
New 


Desicnep for the new 1947 
PVX cables, this 90 degree ang! 
nector has a “shoe-hold” cab 
that tightly locks the cable in 
connector without damaging 
ble. Designated catalog AC-] 
connector accommodates 14-2 
12-2, and 12-3 cables. 


K xf % 


1124—Poultry Time Switch 


Manufactured by Paragon | 
Company, ‘T'wo Rivers, Wis 


Tue Pruc-In poultry hous 
control is designed to meet thic 
of the poultry raiser with flock 
to 400 layers. It can be insta 
Iess than 30 minutes. A six-f 


plugs into any convenient outl 
extension cords for both the 


and dim lights are plugged into 


ceptacles at the sides of the case 


special tools are required; illust 


instructions are furnished with 
unit. 


The timer provides a dimming 


iod in the evening to induce 


roosting before lights are turned 
When artificial hen house light: 


not needed during the period 


late spring to early fall, the co 
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Use coupon on page 82 to ob- 
tain additional information on 
these new electrical products. 
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can be used for hay d-ying, vard lights, 


yy 


ment 
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Manufactured 


C 


iter pumps and other farm cquip- 


uses. 
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116—Postwar Toaster 


by Proctor Electric 


ompany, 220 East 42nd _ Street, 
New York 17, N. Y. 

Forty auromatic, this pop-up 

aster with the Color-Guard thermo- 


at, not only toasts moist, medium or 


bread to the user’s liking with 
ily one adjustment of the control 
bh, but it will also reheat cold toast 

ut burning it or drying it out. 





Oval in shape and designed in two- 
chromium, the shell of the toas- 
drawn from a single piece of 
gh-grade steel. The small unobtru- 
e base of the toaster and its color- 


ontrol knob are of black phenolic re- 


vhile the handles are of crystal- 


clear lucite. 


1128—Combination Fixture 


Manufactured by Mitchell Manufac- 


g Company, 2525 Clybourn Ave- 
nue, Chicago 14, IIl. 





» DISTINCT DEPARTURE from con- 


ventional kitchen units, the ‘“Circle- 
Plus” kitchen luminaire combines the 
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TOP QUALITY PRODUCTS 





FAMOUS 


— including conduit 
body and fittings, 
ground fittings water- 
tight and non-water- 
tight connectors, box 
connectors and many 
others. Write for the 
new complete _ cata- 
logue. 


GEDNEY ELECTRIC 
COMPANY 


GEDNEY 


FITTINGS 








STREET AND 
LIGHTING 


A full line of fixtures 

to meet every need, 

engineered for top 

quality, reasonable 
. s 

prices. There’s a cata- 

logue for you. 


PHILADELPHIA ELEC. 
MFG. CO. 














FAN-GLO 
HEETAIRE 


A new, efficient meth- 
od for electrical room 
heating. Has comfort- 
able radiation, heat 
and circulation of 
warm air. A real seller 
—Ask for complete 
catalogue sheets. 





MARKEL ELECTRIC PRODUTCS, INC. 








THOMAS J. 


FLEISCHER 


333 CANDLER BLDG. ATLANTA, GA. 


Serving the industry as factory representatives 
for over 25 years. 








wherever needed and plugged in. Th. 
socket “stays put” at any angle. 1}, 
‘base of the lamp has holes for screy 
attachment to wall, bench, ceilin; & 
etc. No set screws or wing-nuts ay 
needed to adjust this lamp and th 
weighted base prevents tipping. 
The units are available with ,, 
without removable louvers. The hoo 
completely encloses up to a 30()-way 
| spot-light or floodlight bulb. Th, 
| lamps are furnished in aluminum fip 


ish. . 





Use coupon on page 82 to ob- 
tain additional information on 
these new electrical products. | 
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advantages of both fluorescent and | 
incandescent lighting. Abundant illu- | 
mination is provided through the use 


h 32-watt Circline fluore- | 
2 a ee snag aie | the headboard. It uses one 8-watt 
| 
| 
| 


fluorescent bulb and ope-ates on 110- 
125 volt, 60 cycle a-c. 


scent bulb and a 100-watt filament 
bulb, shielded by a streamlined white 


ceramic-glass bowl. 

The luminaire is packed complete 
with the 32-watt Circline lamp. It is 
equipped with the latest ballast, start- 
er and clear-plastic holders for the 
Circline bulb. It measures 10% 
inches in diameter and 734 inches in 
over-all height. 


.  «& 


1134—Fluorescent Bed Lamp 


Manufactured by Electro Manufactur- 
ing Corporation, 2000 West Fulton 
Street, Chicago, III. 


COOLNESS AND BRILLIANCE without 
glare are features of this streamlined 
plastic bed lamp. Available in either 
ivory or rich walnut grain, this lamp 
will fit any bed and cannot scratch 
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1140—Swivelier Light 


Manufactured by Swivelier Company, 
Inc., 30 Irving Place, New York 3, 


THe “Nimse-Lires” lamp with 


hood shades can be placed or attached 





A NAME 


GROWING BIG 


—ELECTRICALLY 


95 PIEDMONT AVENUE, S. E. 





ATLANTA, GEORGIA 
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New Electrical Books 
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Electrical Code 
Diagrams—Book 1 


By Ben Z. Segall. Published by Code 
Data Publishers, Post Office Box 247, 
Atlanta, Ga. Looseleaf, 150 pages, pro. 
fusely illustrated. Price $3.00. 

THis is a comprehensive text, ex. 
plaining in detail the requirements of 
the National Electrical Code, 1947 
Edition. Each section of the Code i 
illustrated by means of diagrams. In 
addition, the book includes consider. 
able background information as to 
why certain rules are ineluded in the 
Code. 

The requirements of the Code are 
further illustrated by actual e: 
worked out completely on such mat- 
ters as load calculations, etc. 

This first book covers o1 
important Articles 200, 210 and 
on branch circuits and feeders. ( 
volumes will be issued from time t 
time on other Articles of the ¢ 

Revised sheets will be 
when future revisions of the ( 
make some of the present pages of 
the book obsolete. This is « 
the principal advantages claii 
the publishers—that the book 
be purchased only once, and that re- 
vised sheets will be available at a cost 
of one or two cents each. 


mples 


IES Lighting Handbook 


By R. W. McKinley. Published by the 
Illuminating Engineering Society, 5! 
Madison Ave., New York 10, N. Y. 850 
pages, illustrated. Price $7.50. 

IN SIMPLE TERMS and highly con- 
densed style, the Handbook places 
conveniently within reach of all its 
readers the accumulated knowledge 
of the past forty-one years of lighting 
progress, evaluated and interpreted 
with respect to today’s needs by a 
highly qualified group of over 100 
contributing specialists, engincets, 
physicists, architects, and others who 


ELECTRICAL SOUTH for NOVEMBER, 197 
































































have worked for more than two years 
under the direction of a special com- 
mittee of the Society and a full-time 
editorial staff to provide the most 
complete coverage of the field possible 
within the limits of a conveniently- 
sized volume. 

To make all points of particular im- 
portance clear and easily understood, 
an unusually large number of carefully 
selected photographs and _ specially 
prepared line drawings are included. 





Motor Maintenance 


By W. W. McCullough. Published by 
John Wiley & Sons, , 440 Fourth 
Avenue, New York 16, N. Y. 126 pages, 
illustrated. Price $2.00. 


Tims BOOK is a practical, detailed 
manual devoted to the maintenance 
and repair of electric motors. It is 
ideal for inspectors, mechanics, super- 
visors, and students. The author is a 
service engineer of long experience. 
He has designed this book as an on- 
the-job tool for maintenance men, 
plant electricians, electrical contrac- 
tors, and others whose work is cen- 
tered around electric motors. 

The book is divided into three sec- 
tions. The first deals with mechani- 
cal maintenance and covers motor as- 
sembly, bearings, current collecting 
devices, and air gaps. The second sec- 
tion covers electrical maintenance, in- 
sulation, cleaning, drying and testing. 
The third part considers characteris- 
tics of induction, direct-current, syn- 
chronous and gear motors, motor- 
generator sets, and electric couplings. 





Principles and Practice 

Of Electrical Engineering 

By Alexander Gray. Published by 
McCraw-Hill Book Co., Inc., 330 West 


42nd Street, New York, N. Y. 568 
pages, illustrated. Price $4.50. 


WrittEN by the late Alexander 


Gray, professor of electrical engineer- 
ing, Cornell University, and revised 
by G. A. Wallace, professor of elec- 
+ 


rical engineering, McGill University, 
this sixth edition is primarily intended 
for engineering students who are not 


specializing in, but who need a thor- 
ough working knowledge of, electrical 
engineering. 


his revision expands and brings up 
to date all of the old material, parti- 
cularly that on three-phase circuits 
and transformer theory and connec- 
~ s.. Definitions of volt and gauss 

: been altered to conform with 
fh se of the AIEE; chemical equa- 
tions of the dry cell and of the Edi- 
son battery have been modernized; 
and a mathematical treatment to the 
explanation of the growth and decay 
of a current has been added. 
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Steel Encased 


A size and type for every purpose 
\% to 333 Kva. Single Phase, 1 Kva. to 1000 Kva. 3-Phase. 
To operate 115 volt lighting and portable “ae from 
230-460 or 575 volt power circuit. 
To operate special equipment from standard circuits. 
To change odd voltages to standard voltages, and phase changing. 


For interior high voltage 
distribution systems 
with transformers 

at load centers. 





Voltages up to 13,200. 


% Kva 
Single Phase 
460/230 to 
115 volt 





5 Kva. Single Phase 
480/240 to 240/120 Volt 
Wall Mounting Type 


MANNS 2 uaa 





15 Kva. 3-phase 


50 Kva. Single phase. Wall mounting type. 
Floor Mounting Type. Showing connection 
With cover of connection compartment compartment with 

removed showing solderless terminals. solderless terminals 











SORGEL ELECTRIC CO., 832 W. National Ave., Milwaukee 4, Wis. 


Pioneers in the development and manufacturing of Air-Cooled Transformers 




















News from the South 








Cullman, Ala.—The Rasco Elcctric 
Company has been sold to Finis J. 
Pruett and J. E. Duffey. ‘The com- 
pany will be operated under the name 
of Pruett-Duffey Electric Co. 

aS xx OS 

Little Rock, Ark.—The Little Rock 
branch of the General Electric Sup- 
ply Company, 601 East Markham 
Street, held its formal opening in 
September. The company has main- 
tained a branch at 301 East Mark- 
ham for many yeas, supplying this 
territory from the St. Louis division- 
al offices. Walter Kleinschmidt is 
manager of the Little Rock branch. 

Little Rock, Ark.—Gillespic Ap- 
pliance Company 707 Center, held 
its formal opening in September. 
The new firm carries a complete 
line of appliances. L. J. Gillespie is 
proprietor. 


Bradenton, Fla.—Citv Electric Serv- 
ice, a new firm of clectrical cont-ac- 


tors, has opened for business at 1209- 
11 Third Avenue, W. Operators of 
the business include W. T. Vencss, 
W. P. Heary, R. L. Askins, Picrce 
Garrison and O. F. Fitting. 
xx oS a8 

Chiefland, Fla.—Ermest Williams 
has just opened a plumbing and elec- 
tric store which will be managed by 
Frank Adair. Mr. Williams operates 
a similar store in ‘Trenton, Fla. 

eo Ox 

Jacksonville, Fla.—An _— ordinance 
fixing fees for issuance of permits 
and for inspection of all clectrical 
work, has been passed on first read- 
ing by the City Council and referred 
to committee for further study. Pro- 
posed permit and inspection fecs on 
clectrical work include 10 cents for 
cach outlet, pendant switch, lighting 
fixture and fan; 50 cents to $5.00 for 
electric motors; $1.00 for cach set 
of storage batteries; and varying 
charges for transforme:s, cooking and 
heating devices, clectric signs and 
Neon strip lighting. 


Carrollton, Ga.—Remodeling — of 
the building on Alabama Strect, to 
be occupied by Dobbs Appliance 
Company, is nearing complction. 








|| STEP UP SALES! 
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Tell your customers how SEPCO Elec- 
tric Water Heaters keep hot water 
ready for instant use 24 hours a day. 
With Sepco there’s plenty of hot water 
for baths, dishes, baby clothes, laundry 
and over a hundred daily home uses. 
SEPCO Electric Water Heaters are de- 
signed for long, 
with these 4 exclusive features— 


Sepco HEATING UNIT 

Sepco THERMOSTAT 

Sepco DIFFUSER 

Sepco FIBERGLAS INSULATION 


ATIC ELECTRIC HEATER CO., INC. 


Offices and Factory » Pottstown, Pa. 


here’s how to 





trouble-free service 


AUTOMATIC 
ELECTRIC 
WATER HEATERS 


* 








The company which is operated 
Barrett Dobbs is now located 


Newnan Street where it has d 
business for many years. 
* * * 


Oswego, Kan.—Wellington’s R 


and Appliance announces a new shi 


window display room for table 

console model radios and elect 

fixtures. Designed to resemble a 

ing room in a 

entered from inside the store, 

may be viewed from the outsid 
xe 3S xe 

Pratt, Kan.—A full line of new 
used electrical appliances is han 
by Walker Appliance Store, 122 
Third St. The company is ope 
by Wayland L. Walker. 

ke x oA 

Topeka, Kan.—Mrs. Garnette 
has been appointed director of 
appliance “trafficway” of the ¢ 
by Brothers Electrical Center. 
Tyler has been connected with 
Kansas Power & Light Compan 
26 vears, the last ten of which 
was home service director. 

* * xe 

Baton Rouge, La.—Under the 
gan: “We sell it. We insta 
We service it,” the A. C. ] 
Company, held formal opening 
recently at their North Baton R 
branch, 4846 Scenic Highway. 
firm handles clectrical appliance 
supplies. 

North Baton Rouge, La. 
Stirling Company, Inc., recenth 
ened their No. 2 Store at 2816 | 
Road, in order to better serv 
people of North Baton Roug« 
home appliances, radios, and 
merchandise. 


Jackson, Miss.—I’' he new ( 
Hardware & Appliance Con 
Number 3, is now opencd at 
West Capitol. 
feature complete appliance and 
ware lines. 


The new store 


sk we 


Natchez, Miss—Announccin¢ 
made of the opening of the 
Electric Shop, 240 Saint Cath 
Street. The new shop will spec 
in all types clectrical work. R 
McCraw and J. H. Keller ar 


owners. 


Armstrong, Mo.—R. ‘TI. [fu 
and Clarence Conley have opene< 
electric and radio shop. They 
specialize in radio repairs and 
also do electrical wiring. 

* * x 


Asheville, N. C.—Swanger Ele 


Company, 181-183 Broadway, featu 


home, the room 


n 


he 
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. of incorporation from the North iia 





ing clectric water heaters, irons and 3 a 
- toasters and various other appliances of] %& 
~ and lighting fixtures, has been en- 

larged, “modernized and completely re- “ D 

moat led. 
iQ * *K * 
~ Fayetteville, N. C.—Clark and 
z Clegg, Inc., has obtained a certificate J 





Carolina secretary of state to deal in yl 








electrical appliances. Incorporators 


it . . Nt Tee A. W. Clark, D “ 7 of ECONOMY 
fe tee BETTER HEAT 


ed its new location on Asheboro 

Strect extension, Highway 421. The D i os ~ ] PATI O N 

firm handles electric water heaters = 

ind carious other electrical appliances. 
xx * * 

Monroe, N. C.—The Secretary of 
State has issued a charter to Monroe 
Refrigeration Company, Inc., at Mon- 

vhich proposes to sell and serv- 
frigeration and electrical appli- ZKencewalle 
ances. Authorized capital stock is 


$100,000. Incorporators are Robert 
vay, Clifton W. Galloway and 


| ; it L. Kissclbarg, all of ‘Mon- f U ty a 


Salisbury, N. C. — Capitalized at 


in 


$100,000, Owen Housing Equipment ~ Completely Approved 
. Company, Inc., has just been organ- 
7 zed here to install electrical, heat- ‘ " ‘ 
nd other equipment. ‘The in- & Complete Line of Knife and 
( ators include C. C. Owen, G. 
W. Leonard and D. H. Lane, all of Ferrule Types 
a ury. ad 
Ilsa, Okla.—Harvard Plumbing & a Simple to Renew 
Electric Company has been organized 
vith capital stock of $10,000. J 


Crane, R. C. Dohe, and G. A. Sold by Leading Wholesalers 
ller were listed as the incorpoza- Evceryuhere 


* 


hag esg ot New acned of BUILT WITH AN BRA SS 
: Music Shop, 14 East ashing- ADEQUATE AMOUNT OF 


vas formally opened in Septem- 
[he shop handles electrical ap 






nces. 
3K 


Prey oo peihtaiiis franc Secyy Manarch- fFus eae 


d retailers of electrical and gas 

inces attended a dinner mecting 

he Memphis Retail Appliance a cag 
Dealers’ Association at Hotel Cla- , 
ise, September 18. The association 
ging that Memphians have their 
heating equipment checked and serv- 
| before putting it into operation, : 
ding to President John F. Camp, y ae: 

x ok & Manarchid 


Ah MONARCH FUSE CO., 


Fuses 116 E. FIRST ST., JAMESTOWN, 


= 













Hondo, Tex.—A resolution passed 
v the city council now restricts ap- 
yiance sales by the municipal light 
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DO IT EASIER 


with 
PY F:¥ i v-y-) ey 


“E.Z”’ HAND TYPE 
STRIPPER 
and CUTTER 


Triple action— 

clamps wire, cuts 

insulation and 

» strips fast and 

sip #5 clean, all at once. 
For stranded or solid wire. Blades 
replaceable.Eliminates wire waste. 








FISH TAPE, 
REEL and PULLER 


Three tools in one. 
Speeds wiring, saves 
tape. Gives workmen 
complete control—keeps tape 
reeled up, enables him to avoid 
contact with “live”’ parts. Prevents 


slippage, kinks, bends, breaks. 








CABLE RIPPER 


For use on non-metallic 
sheathed duplex cable 
or lead-covered cable. 
Cuts cleanly, quickly, 
easily—simply squeeze 
onto cable and pull. Gives long 


service. 








“SAFE-T-GRIP” 
FUSE PULLER 


No slip!—"‘finger fit” 
assures positive grip. 
Eliminates danger in 
replacing cartridge 
fuses by hand. 
Write for detailed information 
on these money saving tools. 
IDEAL INDUSTRIES, Ine. 


Successor to Ideal Commutator Dresser Co. 
1017 PARK AVENUE e SYCAMORE, ILL. 


———— 
EAL > 





Distributed 
“Through 
AMERICA’S LEADING WHOLESALERS 


1D 





and power department to necessary 
items such as fuses and bulbs. This 
resolution came about as the result of 
a group of Hondo electrical home 
appliance dealers who petitioned the 
council to put the city-owned elec- 
trical system out of competition with 
business men in the sale of electrical 
appliances. The dealers, it is report- 
ed, contended that since appliances 
were becoming more readily available, 
there was no logical reason why the 
city should be in competition with 
the appliance dealers. 

Roanoke, Va.—Dobbs Radio Serv- 
ice has just opened for business at 
1513 Williamson Road, featuring 
service of home, auto radio and re- 
cord changers. 


Doomed To Fail— 
But He Didn't! 
(Continued from page 48) 


of a territory rich with buying pow- 
er and Bobbitt plans to cultivate that 
buying power. 

He estimates that what he calls his 
territory—the area within a radius of 
four miles—contains 45,000 people, 
or perhaps 1,200 dwellings units. 
Last summer he started two salesmen 
on a cold canvass of blocks of the 
territory. Eventually he expects to 
increase the outside sales force to 
eight (there are now four inside sales- 
men) so that there will be a personal 
call on every residential unit in the 
territory. 

Bobbitt has purchased the stock 
held by his partner and now is sole 
owner, although the firm will con- 
tinue under the name of Ellis and 


Bobbitt. 


“‘Let’s Quit Fighting” 
Contractors Urge 
(Continued from page 43) 


of the union, with $1.75 the base 
rate for journeymen. 

The partners have recently added 
their organization to the rolls of the 
National Electrical Contractors’ Asso- 
ciation, because they believe organiza- 
tion membership is one way that con- 
tractors can better their lot, raise the 
standards of work, and defeat the pull- 
ing at cross purposes which has dog- 
ged the contracting business recently. 

The Ware Electric Company stocks 
residential and commercial fixtures as 
a service to customers, and has them 
well displayed. The companv sel!s 
water heaters and other appliances. 

“We believe that the promotion 
of modern lighting practices and ade- 
quate wiring, together with thorough 
integrity of electrical contractors, will 





Representing - 


Leading Manufacturers 


Serving 


The Great Southeast 





WAVERLY PRODUCTS, INC. 
Bridgeport, Conn. . 


makers of 


STEAM-O-MATIC 
& PETIPOINT 
IRONS 





Chicago, Ill. 


Makers of a 
Complete line 
residential fixtures 





JAYSON INDUSTRIES INC. 
Chicago, Ill. 


A carefully engi- 
neered line Fluo- : 
rescent Fixtures. 3 


ad 





KALSAN ELECTRIC PROD. CO. 
Brooklyn, N. Y. 


Makers of Recessed 
Units, Fluo. & Inc. 
“EXIT” boxes, “Ladies” 
— Men. 





RELIANCE MOLDED PLASTICS 


Providence, R. |. 


Moulders of neatly de- 
signed Bakelite and Ivory 
Wall Plates. Luminous 
Plates. 








SETCHELL - CARLSON INC. 
St. Paul, Minn 


Makers of Setchell- 
Carlson Fine Radios. 





FLEXIBLE WIRE 
WIRING DEVICES 
CORD SETS 
ELECTRIC CLOCKS 
BED LAMPS 





Write for 
Complete Catalog 











JULES J. DREYFUSS’, SONS 
46 S. W. First St. 
Miami 32, Florida 








ELECTRICAL SOUTH for NOVEMBER, 1947 





M 
the 
their 
the c 
manu 
prot 
are t! 
cord 
lande 
opin! 
a 
the 1 
electr 
store 
of el 
SCTViCc 
Th 
in ne 
minu 
music 
tion \ 
they 
from 
numb 
are u 


ELEC 










































































raise the contracting business back to 
a level it formerly enjoyed, and the 
level which it definitely deserves in 
this electrical world,” they conclude. 








Service is More 
Than Just “Repairs” 
Continued from page 46) 
‘om the Hollander store, because the 
wners maintain their own working 
cement with a dependable elec. 
ician. They have also stocked as 
electrical supplies as have been 
ty for these installations, and 
ften a great deal more—furnishing 
supplies to a number of elec- 
tricians in the area as a profitable 
This agreement has also 
ed them an arrangement for 
ompt service for their customers. 























Rep on appliances have always 
reel major concern to customers 
in rural areas, and the Hollanders feel 





that it is the duty of the independent 
nce dealer to furnish dependa- 
id prompt service along this 
(hey also maintain a complete 
radio service shop, which is managed 
by Noble G. Morgan. James A. 
Looncy is assistant in the store and 
is usually in charge during the ab- 
sence of both brothers. 

[he vision that Mr. Hollander 
holds of the place of the independent 
ippliance dealer in the electrical 
world is a broad one. He feels that 
the independent should treasure his 
responsibilities by continuous promo- 
tion of all things electrical. It is his 
im to be able to satisfy the needs of 
iny customer who walks into his store 
and asks for an electrical item or an 
clectrical installation. 






























Careless Franchising Charged 


\lv. Hollander feels that many of 
the independent dealers have had 
their sales potential jeopardized by 
the careless franchising policy of some 
manufacturers who have not fully 

‘ted the independents—which 
are the lifeblood of the industry, ac- 
cording to his reasoning. The Hol- 
landers do not hesitate to voice this 
opinion, because they believe that 
such an all-electric store as their’s is 
the natural outlet for retail sales of 
electrical appliances, because their 
store is the kind to promote the use 
of electricity and can provide better 
service. 

The Hollanders regularly advertise 
in newspapers and are carrying a 15- 
minute daily program of recorded 
music on a nearby 250-watt radio sta- 
tion which reaches their market. Now 
they report that they get customers 
from forty and fifty miles away. A 
number of other advertising methods 



































are used, including direct mail, and 
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*Patent No. D.141024, 
others pending. 
Underwriters approved 


HANG CHAIN 
SUSPENSION FIXTURES 
IN A FEW MINUTES 








x 





IIYDES HANGER 


Just connect wires — screw to outlet box. No 
centering, punching, drilling. No tools except 
a screwdriver. 
Complete with receptacle, two 5-foot chains, 
“S$” hooks and cord clips. Self-grounding — you 
can use 2- -wire cord and plug. Fits $465 
standard 4” or 314” outlet box or ] 
plaster ring. each list 
Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 
, Mo. Nationally distributed through leading elec- 
trical supply houses. 
In Canada: address all inquiries to Amalgamated 
Electric Corp., Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE WHEN IT’S 
DAY- er TE 


Ler a 
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BUILDERS OF QUALITY PRODUCTS FOR 15 


JASPER BLACKBURN PRODUCTS CORP. 


MADISON & CLINTON STS. @ ST. 


FIRST, 


BLACKBURN 


GROUND ROD CLAMP 
3 Big Features! 


Truly High Strength! Body and set 
screw are made of DURONZE IIIl— 
50% stronger than other alloys. 
Hence, clamp will not distort — will 





stay tight. 


A Heavy Clamp in the Lowest Price 
Range. 


Pressure Bar Aligns Wire with rod 
and distributes pressure of set screw 


over a greater length of wire, making 


a very low resistance connection. 
For better performance specify 


BLACKBURN 
Hi-Strength Ground Rod Clamps 


YEARS 


LOUIS 6, MISSOURI 



















DEPENDABLE 


Floodlighting 


WITH MINIMUM 
MAINTENANCE 


ae 


a heavy duty flood- 
light equipment is built to withstand 
severe operating conditions; to provide 
the reliable lighting needed for protec- 
tion, and for outdoor night work. Pyle- 
National reflector design and light con- 
trol lenses assure high efficiency light- 
ing with proper distribution for maxi- 
mum usefulness. The wide range of 
types and sizes, from 100 watts to 2000 
watts, allows individual requirements 
to be met easily and economically— 
substantial weatherproof construction 
with sealed interior gives maximum 
protection to reflector and lamp bulbs. 
Interior cleaning and other mainte- 
nance is greatly reduced. Write for 
Catalog 2100 giving full information, 
with beam efficiency, candlepower, and 
light distribution data. 


1897 @ FIFTIETH ANNIVERSARY © 1947 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 











calendars with such slogans as: “Un- 
less you're paid to take chances—work, 
drive, and live safely—and buy your 
appliances at H. & H.” This en- 
thusiastic promotion indicates that 
the Hollanders certainly have definite 
plans for carrying out their end of 
the bargain as an independent store. 

The Hollanders are active members 
of the National Electrical Retailers 
Association, and believe that indepen- 
dent dealers can gain by organized 
action. 

Certainly their concept of the “‘all- 
electric” store offers promise for the 
promotion of sales of all things clec- 
trical. 





Water Heater 
Sales Promotion 
(Continued from page 45) 


heaters. All heaters sold were of 
50-gallons or over in capacity, for 
this heater was adjusted to the off- 
peak meter which had current flow 
only 15 hours a day, with the off 
periods spread throughout the 24 
hours. ‘Then, too, Hall wanted to 
sell the individuals by the policy of 
selling them a heater that would pro- 
vide enough hot water for the later 
addition of automatic washers and 
other electric appliances. 

He worked out separate plumbing 
and electrical contracts with work- 
men in the area, getting a package 
price, with all the work done to his 
specifications and approval. 

Installment buying was handled 
under an FHA approved plan with 
the Southern Bank & Trust Com- 
pany, of Richmond. 

Installation of the heaters of course 
immediately brought about a load 
distribution problem with the Vir- 
ginia Electric & Power Company, for 
the project had originally been wired 
with the idea that the gas was there 
to stay, and the heavy power load 
was not anticipated. Now, the West- 
over management has held confer- 
ences with the power company, at 
which the power company officials 
have more or less agreed to plan a- 
head with the idea that the project 
will in the future be almost all elec- 
trified. 

For Hall has sold every heater that 
he has been able to obtain ‘and has 
a waiting list for many more of them. 
And he has his eye on two more local 
projects that he intends to begin sell- 
ing! He plans to circularize these 
first, before doing his thorough per- 
sonal solicitation. 

There is also a big market for 
ranges in these projects as well as wa- 
ter heaters, but unfortunately his 








M & W 


NEW 
NON-INDUCTIVE TYPE 


CABLE RACKS 














@ AC or DC current. 
@ One-piece construction. 
® Certified malleable iron. 


@ Need not be dismantled to i 


place cables. 


@ Type D-F (illustrated) may 





be adapted to four-wire 3- 


phase. 
2 


Send for Copy of 
BULLETIN CS-51 


illustrating our line 





of racks and hangers. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 







EAST PALESTINE, OHIO 
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CHEMCLAD Thermoplastic Insulated Wire is 
made of highest quality materials and is produced 
to meet rigid specifications. Underwriters approved. 
Types T, TW, TF, TFF, POT and thermostat multi- 
ples are now in regular production. Contact Rep- 
resentative for Virginia-Carolina, Paul Sherill, P. 
‘ ‘ ° O. Box 38, Greensboro, N. C., or Southeastern Rep- 
Summer cooling, ieee heating, and countless resentative, Henry W. Clower, 375 Whitehall St., 
all-year household uses sell the Vornado Atlanta 3, Georgia. Southern distributors are 
Twin- Aire on sight. Women go for its perfect, offered the twin advantages of dependable per- 
‘. . ‘ 2 formance and quick service in the purchase of 
noiseless performance, a efficiency - drying CHEMCLAD Thermoplastic Insulated Wire. 


clothes, hair, etc. They eat =s beautiful Write for your copies of our regularly mailed 
appearance, color, and light weight. Air stock list. 
volume from 72” orifice equals that of 





ordinary 12” fans. Cosh in this fall and winter LA, TO SERVE YOU FIRST AND BEST... 
on a brand-new sensational seller. Place your ; IN YOUR OWN SOUTHLAND 


order without delay. 





T O8g AifunS : 
or 7 hd OHIO 
"Guaranteed by ™ CmomaaT meiner mnt 
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BRISTOL NORFOLK 
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Big national consumer of. KENTUCKY 
advertising campaign af | ei 
now running reaches be hile AE KNOXVILLE idiaeiibins 
every local community. < - © DURHAM } 
For more sales, tie in a iene . - 
with window and sales 2) il J oo _— RALEIGH 

floor displays. Feature — GEORGIA ©, WILMINGTON 
the Twin-Aire in your © ATLANTA 

local advertising. © COLUMBIA 

















“REG. U. S. PAT. OFF. 


CAROLINA INDUSTRIAL PLASTICS Corp. 





THE O. A. SUTTON CORPORATION WICHITA, KANSAS 
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present demand is more for the apart- 
ment-sized range rather than for the 
large de luxe ranges that most manu- 
facturers are now producing. 

The three partners have learned a 
lot in their first year in business, and 
have not been caught with any lack 
of enthusiasm for selling. They have 
suffered the lot of many new appli- 
ance dealers—lack of merchandise— 
but they have obtained enough to 
survive the critical period that faces 
a new dealership and have no doubts 
about their ability to stay in business. 


Engineering Helps to 
Sell Contracting 
(Continued from page 40) 


If the company shows a profit on 
larger jobs, Juneman is usually satisfied 
to break even on the small ones. June- 
man, therefore, finds the employment 
of a full time engineer leaves him 
more time for making contacts and se- 
curing the larger jobs. 

The matter of materials has been 
given a great deal of consideration 
by the Juneman company executives. 
A plan has been developed which 
permits separate storage of material 
for each job. The principal advan- 
tage is that there is always visual 
evidence as to the status of material 
for each job. 

Many contractors who do not set 
aside certain materials for certain jobs 
may have noticed that they continued 
their daily operations secure in the 
knowledge that certain materials 
would be available at certain times, 
only to find that when that time 
came it was discovered the material 
had been used on another job for 
which the contract might already be 
completed. A fixture, for instance, 
might turn up here, there, or yonder, 
simply because an electrician may 
have needed it and wasn’t aware that 


it was being saved for a special pur- 
pose. 

At Juneman, the policy followed 
has been to urge builders to order 
critical materials as soon as the en- 
gineering work is done and even be- 
fore the contract is awarded. Upon 
being awarded a contract, Johnson 
and Juneman red pencil all critical 
items and begin their effozts to get 
hold of whatever of these materials 
are available. 

Perhaps the best point of their 
system, however, is the procedure 
upon arrival of materials. Through 
the purchase of some war surplus ma- 
terials, and from other sources, June- 
man has managed to keep a pretty 
good inventory of such stock items 
as conduit and fittings, and this, of 
course, is material of such general 
nature that it does not need to be 
channeled into their “set-aside” stor- 
age plan. 

The other items, however, that are 
more specialized, and those that are 
earmarked for special jobs, are set a- 
side upon their arrival and placed in 
their particular bin on the storage 
shelving, there to remain until the 
time comes for their installation on 
the job. This prevents their some- 
times “mysterious disappearance” at 
a critical moment, a process which 
may disrupt the progress on a big job 
and force a loss of time. 

Juneman has added storage space 
on to the rear of his original build- 
ing to enable him to use this method 
of storage, and finds it most valua- 
ble in helping him to work “straight 
through” jobs from beginning to end. 

In the front of the corner of the 
warehouse, Juneman has constructed 
a “small parts” storage room which 
the company has found to be very 
practical help in locating the proper 
part at the proper time. Instead of 
mixing in the small parts with the 
large, he places all the smaller fittings 


in this room, which measures some 
12 by 25 feet, and which is equipped 
with proper pigeon-holing for the 
storage of these items. 

Besides saving a lot of headaches, 
the orderly storage plan, Juneman 
and Johnson believe, has saved them 
quite a bit of money on labor on the 


job. 


Designing Wiring 
For Lighting 
(Continued from page 39) 


used for rough wiring estimating only 
and should not be substituted for ac- 
tual layout and load computations. 

(1) Determine the desired level of 
illumination for the area by reference 
to recommendations for various types 
of occupancies. 

(2) On the chart, Fig. 1, follow 
the horizontal line, beginning at the 
maintained foot-candle value selected 
in (1), until it intersects the curve 
corresponding to the fixture type to 
be installed. Read the watts per sq. 
ft. required on the scale directly be- 
low the intersection point. 

This chart is for the average room. 
For large rooms, higher foot-candle 
values may be expected; for small 
rooms lower values will result. 


Maintenance Service 
On Contract Basis 
(Continued from page 36) 


relative newness of fluorescent in- 
stallations still works sometimes to 
our disadvantage.” 

Selling points against these custom- 
ers include the fact that special equip- 
ment and special training are neces- 
sary for proper fluorescent and cold 
cathode maintenance. Particularly 
cold cathode; and again plus the on- 
erous task of cleaning all fixtures, and 
checking to see that the ballast is 
properly ventilated. These, and other 





For a complete line of inexpensive 
Residential Lighting Fixtures 
write for Catalog No. 47 


PURITAN 


21 BOERUM STREET e 


or to our Southern Representative 


LIGHTING FIXTURE CO. 


BROOKLYN 6, N. Y. 








“Better Than Ever’’ 
Cords — Cord Sets 
Southern Representatives: 
W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
Harbert S. Gregory, 1511 Louisiana Ave. New Orleans, La. 
Lowell V. Maxson, 1708 Laws, Dallas, Texas 


Founded 1903 


LOWELL INSULATED WIRE COMPANY 


LOWELL, MASS., U.S.A. 


SANFORD, N. C. 
LOOK TO LOWELL FOR LEADERSHIP 


AL. M.ORLICK e@ P.O. BOX 1033 e 
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, DW-WHITEHEAD 


ELECTRIC WATER HEATERS 
ALL DWW DEALER / 


Your D.W.W. customers come back to you... 
to buy other items you sell. They recommend 
the D.W.W. dealer to their friends. All because 
they love the long trouble-free service 
they get with their D.W.Whitehead electric 
water heater. It pays and protects you to 
sell the D.W.W. every time. Some dealer and distributor 
franchises are available : . . write for details. 


OW WHITEHEAD 


———1) ' 


D-W-WHITEHEAD 


URING COMPANY 


NEW JERSEY 


MANUFACT 
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County otire ATTIC FANS 

Attractive, efficient and practical, these belt driven fans are designed 
for rapid air circulation, ventilation and volume sales. Complete with 

motors in sizes from 16” to 60”, they are ready for easy installa- 
tion. Perfectly balanced blades and newly designed venturi assure 

the greatest air volume, quietest operation and faultless performance. 


Direct drive fans available in 16” to 24” sizes. 





SELL COMFORT...TO EVERY HOME, OFFICE OR STORE. 


The new “Country Aire” electric window ventilator was developed 
for everyone wanting a healthy, fresh, odorless indoors. Designed 

to fit any window or transom, constructed for years of service and 
beauty that reflects in your ease of sales. “Country Aire” products 

are available for immediate delivery to help you increase profits. 


Represented in the southeastern states by 
Wm. C. Allen and Associates, Inc. 
714 3rd Ave. North Birmingham, Ala. 
Represented in the southwestern states by 
Sam Folsom 





150214 Young St. Dallas, Texas 


LAKEWOOD ENGINEERING & MFG. CO., INC. 
1756 WEST LAKE STREET CHICAGO 12, ILLINOIS 











items about fluorescent fixtures, will 
work longer and better if they are 
regularly checked by a man who 
knows his business. 

The problem of spotting the bad 
circuit in cold cathode lighting has 
led Parsley to the development of his 
own version of a device that is quite 
familiar to telephone systcm men. 
This is the use of a modified “explor- 
er” induction coil, to spot the bad 
circuit in cold cathode lighting; the 
problem being of course that the en- 
tire circuit goes out if one unit does 
in cold cathode installations where a 


number of lamps are connected in 
series. 

Using three d-y cell batteries, with 
a doo bell buzzer hitched in series to 
the hot circuit, Parsley dons his ear- 
phones, runs the explorer coil up and 
down the bad circuit, and says he can 
quickly locate the bad lamp. 

Experience thus far indicates that 
proper planning pays off, for though 
the plan has certainly not reached the 
peak that the firm desires, more than 
250 customers in the Richmond area 
are now subscribing to the service, and 
are expressing satisfaction over it. As 


the volume grows greater, it 1s poss 
ble that the rate can be lowered some 
what, commensurate with peak effi 
ciency in operating methods. 

Experience also indicates that th 
company showed good judgment i; 
setting up separate records and a s¢ 
arate accounting system for the pla 
The financial status of the service c 
be determined at any time. 

For Chewning & Wilme-, the pla 
is building a steady income for th 
future, and adds to their broad pi 
ventive maintenance plans that th 
have operated in many industries. 

















BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 


No further need for substitutes. 


We offer a complete line of economical and dependable Bakelite 
Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 


Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 
Southern Representative, A. M. (Amo) Orlick, P. O. Box 1033, Sanford, N. C. 











The New “SPOT-O-BRITE” Efficient—Economical 


A fluorescent fixture with adjustable Spots 


Jobbers Wanted 
Fluorescent Fixtures for all purposes. 


STA-BRITE FLUORESCENT MFG. CO. 
Miami 36, Florida 


226 N. W. Fifth St. 













WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 





tlectrical Appliance Paris 


__ Washington 1, D C 




















Zon LOCK NUTS 


BUSHINGS 


CONNECTORS 








Residential Lighting Fixtures 
Immediate Delivery from Wholesalers’ Stocks 


BEACON LIGHTING PRODUCTS 
CORPORATION 


615 N. Aberdeen St. 


Chicago 22, II 








OUTLET BOXES 


Write for price list. 


GENERAL ENGINEERING & DESIGN CO. 


439 E. FORT STREET DETROIT 26, MICHIGAN 














Phone Chesapeake 4650 . 


Write Us for Name of Your Nearest Jobber. 





Members of the American Home Lighting Institut 


and the National Association of Manufacturers. 
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She Fresh bin Maker 





A fan you can’t equal for 
quality, looks, performance, 
at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 





INVESTIGATE THE 24” 


FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 











HY-DUTY BLOWERS 





Double Inlet 
and 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
Positions 
and motor 
locations. 











VENTILATING DIVISION 








SCHWITZER-CUMMINS COMPANY 


1145 E. 22ND STREET e 





INDIANAPOLIS 7, INDIANA 














the Satvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 
LAMPS 

RADIOS 
IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 


















WASHERS 
MIXERS 


RANGES 
HEATERS 






A full line of Fiexible Cords for the 
epair and sarvice industry, odtain 
bie throuzh jobbers and. distributors. 











rP ART Sw 


FOR 


MOTORS 
FANS 


Brown-Brockmeyer General Electric 
Hamilton-Beach 
Holtzer-Cabot 


Century 


Cutler-Hammer 


Delco Howell 
Diehl Hunter 
Duro Ilg 
Emerson Leland 
Marathon 





200 William St. 


his 


Barclay 7-6616 


CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Master 
Peerless 


Robbins & Myers 


Star 

Thor 

Wagner 
Westinghouse 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


New York 8, N. Y. 


CORNISH WIRE CO., wc 


15 Park Row + New York City, 7 
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GEDNEY 
FITTINGS... FIT! 


Save time 
and money 
on the job! 


— 
me 


ASK 
YOUR 
WHOLESALER! 


GEDNEY fittings—made of high 
grade malleable iron—are built with 
the electrician’s eye for fast, trouble- 
free installation. Smoothly finished, 
precisely inspected in a complete 
range of sizes and styles. Carefully 
packaged and clearly labeled to speed 
up selection of the proper fitting for 
the job. Write for catalog. 


SS—_.. 


GEDNEY ttectric co. 


RKO BLDG, RADIO CITY, NEW YORK 20, N.Y. 


cee RN ~ 






















Repeat Sale 


Regulars 


Candylbeme Lamps 
The beauty of crystal and 
fixtures is em- 
Candvth-me 
Lamps. Radiating without 
S.aip 
b-illiant reflection. Effecti- 
vely increase sales of fix- 


polished 
phasized bv 


Giiusion iney give 


tures and lamps alike. 


Candleflame Lamps 


Especially effective in can- 
delabra and side-wall brack- 
ets. Give a soft, diffused 
glow. In clear, frosted, or a 
variety of tints. Install in 
fixtures for faster turnover. 


Carbon Pilot Lamps 


Extra long life, and designed 
to withstand vibration and 
shock. Available in standard 
or special shapes, sizes, 
colors or base. 

CARL HENRY 

170 Ellis St.. N. E. 
Atlanta, Ga. 


NORTH AMERICAN 
Ei Lamp Cs. 


1044 Tyler St. St. Louis 6, Mo. 





RR RE OCT RIS 
SPECIAL— 
LEAD COVERED CABLE 


New—On Original Reels 
Standard Construction 
No. 2 Standard 3 Conductor 
Type RL,600 Volts 
270 Rolls._Approx. 500 ft. ea. 
6 Rolls__Approx. 1500 ft. ea. 
Priced to Sell. 

F.O.B. K.C., Mo. 46c ft. 
6 or more reels 


at Quantity Discounts 


IMMEDIATE DELIVERY 


Write, Wire or Phone 


Brown-Strauss Corp. 
Box 78 Kansas City 10, Mo. 


PHONE HA. 1000 





Display Vesigned 
For Demonstration 
(Continued from page 33) 


is most effectively arranged. The 
cleane:s are placed on a raised _plat- 
form with a single backboard in the 
center. On the left end of the plat- 
form is a space which is used for dem- 
onstration purposes. The customer 
can quickly determine the advantages 
of one model cleaner as compared 
with those of another by actually sce 
‘ng how thoroughly a cleaner sucks up 
the dust and dirt which the salesman 
has placed on the carpet-covered plat- 
form. 

Close by the vacuum cleaner dis- 
play is a section for home freezers 
All of the models on display are stock- 
ed with real food. A home freezer is 
more readily sold to a customer who 
sees it in actual use with real food 
than when the unit is displayed with 
‘mitation food packages. 

There is a section for display and 
demonstration of automatic dishwash- 
ers and another for electric water 
heaters. Refrigerators are lined like 
soldiers along one side of the major 
‘ppliance section. Many of them are 
‘n ope-ation and, although their dem- 
onstration possibilities are less dra- 
matic than laundry equipment, for 
example, this actual operation is found 
to be advantageous. 

At the rear of the home appliance 
department are complete kitchens. 
Each is beautifully decorated and e- 
quipped with matched time-saving ap- 
pliances for Mrs. Housewife. The 
largest of the three kitchen displays 
includes a complete home laund-y as 
well. Here, an expert irone- demon- 
strator gives continuous ironer dem- 
onstrations. Just seeing one of these 
kitchens makes the prospective cus- 
tomer wish that it could be wrap- 
ned up as it is and delivered to her 
home. 

One of the most outstanding fea- 
tures of this new store is the Home 
Service Theatre. Admission to the 
theatre is by ticket only, however, the 
tickets ave given free of charge. The 
purpose of this type of admission is 
to control the crowd and limit the 
number to the theatre’s seating ca- 
pacity. Experience indicates that 
prospects will place moze value on 
an event for which a ticket is re- 
quired. 

The theatre is beautifully furnish- 
ed and is so equipped that any type 
of appliance can be demonstrated. 
There are convenient wall outlets, wa- 
ter drains, and gas outlets, all of 
which enable a big variety of a-range- 
ments for d'fferent demonstrations. 

One of the features of this uni- 


TRANSERT 


Brushes give 


LONGER LIFE 


EVEN AT LOW 
HUMIDITY 





2,105,038 


The transverse graphite in- 
sert—exclusive with Hel- 
wig-Speer Transert Brushes 
— provides even current 
distribution, better ring lu- 
brication. That means reduced ring 
wear, more uniform frictional charac- 
teristics for your rotating machines 
Wedge- and force-fitted, the inserts 
cannot fall out. Catalog 95 contain 
complete information on ordering 
brushes. Write for your copy today. 


SOUTHERN OFFICES 
Atlanta _.._. 316 Walton bidg.; Ja. 609! 
Oklahoma City 323 NW 2nd St., Tel.: 2-6881 
Houston --... 1101 Chenevert; Tel.: P.3747 
St. Louis 1913 Washington Ave.; Ch. 6510 
El Paso 708 N. Piedras St.; Main 7845 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 











ILSCO 


LUGS AND 
CONNECTORS 


A STRONG POINT 
TO REMEMBER 


THE COLLAR SECTION OF 
ILSCO CONNECTORS 
CANNOT SPREAD APART. 

because __ precision-fabricted 

from drawn seamless copper 
tubing. 

MORE THREADS 

through the deep boss. 

Serrations in collar and 

tang provide added strength 

against pull-out. 

Write TODAY for 48 page 
illustrated catalog s 
connectors, soldering and 
solderless lugs, fuse clips, ete. 





gained | 


Southeastern Representatives: 
VERLYN H. BRANHAM J. P. LUMPKIN 
180 Interlocken a ows 
Drive, N. W. 248 Trangu 3 
Charlotte 3. N. C. 


Atlan a. 
COPPER TUBE 
& PRODUCTS, inc. 


XN CINCINNATI, OHIO 
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¢ BELT DRIVEN - IT’S REALLY COLOSSAL! 
SEC COOLING f ANS | ok Jiffy ( PB pee — 


Quickly installed in any 











thesduss 0 r t= | f of & kind of wall—sheetrock— 
Ane > § flier CF sobeaver =board—lath and 

mang a | % plaster — wood — metal 

desi : ! s : 

asier installa- = ee if. E lath, etc. Holds switch 

von in Walls, At- ner : 8 ; 5) . . 

‘ics, or Pent- ’ A # boxes firmly without 

uses. i | ® screws or nails. 

SECO Fans de- \ =a M k » . 

liver a maximum \ ISLA SS he CINE: a “Jiffy” Polyvoltester 

olume of air at \ : ; Vest pocket size—Machine capacity. 

slow ed, with 4 4 

pred iene Bas © ; ’ 7 — More versatile than a voltmeter or 

ness. im j ry 2 ordinary tester. POSITIVE INDICA- 
ae » <u . Y TION not dependent on whether indi- 

cating light is dim, medium, or bright. 


.. theal far < Aa ‘ 110-220-440 Volt — AC or DC — Single 

: | Lae / or 3-Phase — Phase direction — Posi- 
AT T 1 Cc s : s ; , a tive and Negative Wires — Blown 
SCHOOLS ly 4 Fuses — Groun® wires — Opens — 


CHURCHES 24”, 30”, 36”, 42”, 48”. 4 Pe : ra sd Easy to use — Easy to 
and for 


(3800 to 18,500 C.F.M.) il, «le a shasta dagithibieiiiccille 
industrial Write for Illustrated Bulle- 


installations tin, Specifications & Prices. C L Y D E W 7 | I N T 


Contact your nearest Distributor or write Room 305, 1144 W. Washington Blvd., Chicago 7, Il. 
Southeastern Representatives 


SECO-LITE MANUFACTURING CO. us OUTS CARL" Simone 


4916 EASTON AVE. . ST. LOUIS 13, MO. 
































SENSATIONAL 


—for every 
ventilating 
requirement in 


FACTORIES, SHOPS, OFFICES, - = 
IND- INDUSTRIAL SCHOOLS, INSTITUTIONS, etc. “Ka 3a 


i 24” to 60” REMOVE fumes, odors, 3400 to 4800 CFM | = 
; 5700 to 32000 CFM steam and excessive heat. Be 


iA 
| i PREVENT waste and 

; *, plant shutdown on those 

>, i hot, humid summer days. 


INSURE maximum effi- 
ciency and working com- 
4 fort for plant personnel. 
PLAN NOW your ver 
DXB—BOOSTER —tilatingandcoolinginstai-  (P— BLOWER 


16” to 36” lation, 3 Sizes 
. 650 to 1020 CFM 


Adds unusual distinction and beauty to 

breakfast nooks, bedrcoms, kitchens — 

harmonizing with any surrounding — de- 

signed to provide maximum light without 2000 te 9800 Chea 

glare — truly the sensational home fixture wm song myn ~~. ES 
N CERTIFIED RATINGS! 


of the year. Also MIROLITE — a beautiful, IN Su commen Ghani 

practical fixture for bath and powder b | pug CHELSEA products 

rooms. Has highly polished mirror in center ar gt, the test method 

of circular light. Write today for quotations $ PROPELLER” FAN 

and catalog on this exciting line. Ed ors-ocroPus MR. iv. gd PENTHOI 
CFM Per Hose and the 24” to 48 

' $0’=412 50-297 A. S. of H. & V. E. 5700 te 21500 CFM 


Lithonia Lighting Products Co. INC. | gamuwerarrrecrrenrs 


Mfgrs. of Fluorescent and Incandescent Fixtures 
LITHONIA, GEORGIA BLOWER COMPANY. INC. Wag 


Pm rere: mer eserre pr en 
8 eis - * 
wel Rig 0 8 Rhos 
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7@) BD) inom 90) 5]:] 5 SGU ad ap) 
* WASHER LUGS * 


A SIZE and TYPE for every need! 


KRUEGER & HUDEPOHL 


5 Solderless Terminal Lugs and Connectors 
ood 3 VINE AT THIRD~ES * CINCINNATI 2, OHIO 








Ste Deen electric ceiling ventilator 
builds in between the ceiling joists 
directly over the kitchen range—where a 


fan belongs. 





Combination fan and blower — 


more than a fan — more than a blower. 
A nearby jobber has them in stock. 
Write for complete information. 
PRYNE & CO., INC. 


LOS ANGELES 54, CALIFORNIA 
NEW YORK CHICAGO 
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que theatre is the stage arrangement. 
There is one stage at the front of the 
room and another at the rear. The 
principal advantage of such an ar- 
rangement is that two demonstrations 
can be given in succession without 
having a waiting period for clean-up 
and rearrangement. ‘The backs of 
the seats in the theatre are the re 
versible type, operated like street car 
seats, and permit the audience to turn 
quickly from one stage to the other. 

There is another very real advan- 
tage of the reversible seat and twin 
stage arrangement. For example, if 
a cooking demonstration is being giv- 
en on the front stage, the visitor, 
while waiting for the food to cook, 
can turn to the rear stage for a fill- 
in demonstration on another appli- 
ance or whatever happens to be on 
the schedule for that particular time. 

All types of dcmonstrations are 
given in this theatre. The current 
plan is to change the complete pro- 
gram each weck. For example, one 
week there will be demonstrations 
given by representatives of one manu- 
facturer’s complete line of appliances, 
followed by similar demonstrations 
by other manufacturers. 

At present, shows are given twice 
each day, once in the morning and 
again in the afternoon. Demonstra- 
tions of quick freezing, electrical 
cooking, home laundry operation, and 
others are scheduled for this theatre. 

Homemakers’ Heaven is located on 
the ground floor of a new building 
adjoining the main store building. 
At this time, this floor is the only 
one which is open. The remaining 
five floors aze still under construc- 
tion, When completed, Rich’s Store 
for Homes can be entered from Rich’s 
main store without having to leave 
the building. This will be accom- 
plished by the wide over-st-eet bridges 
which connect the two buildings at 
five levels. 


Back to 
Prewar Selling 
(Continued from page 31) 


licizing later presentations in the 
course were somewhat smaller, and ap- 
peared on the day preceding the dem- 
onstration. Mailing pieces are sent 
to a list made up of women’s club 
members and the firm’s own customer 
list, plus persons listed as having at- 
tended earlier presentations. 

This Home Avts Institute idea has 
been created from a somewhat similar 
program, used by the firm, before the 
war and called ‘“Aufford - Kelley’s 
Kooking Kollege.” The present pro- 
gram has been streamlined to fit pres- 
ent electrical merchandise and to con- 
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form to current merchandising | 
tices. 

Attendance at each of the fir f 
three demonstrations has averag 
100 persons. A total attendanc 
1000 people for the series is a re: 
able expectation. And, stresses 
Kelley, the attendance figures 
to represent housewives really 
ested in the use of electrical hon 
bor savers, rather than mere “ch f 
warmers,” who come in the h f < 
getting free merchandise or 
gifts. 
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Q Lav 
Mark Your Wires Faste™—— 


QUIK-LABELS code Wires, Leads, Circuit 

Relays, Parts, etc., faster and cheaper 
Pre-cut to exact size, QUIK-LABELS come: 
handy cards. ® Ready to use, they stik-qu 
without moistening, replace slow and cost 
string tags, roll tapes, decals, stencils, me! 
tabs, etc. © Silicone plastic coated to resi 
ait, g ease, abrasion. e Starter-Str 
automatically exposes ends of Labels for yu 
to grasp instantly—no more finger-picking 
Write for Folder and FREE Sample Cir 


W. H. BRADY COMPAN 


Established 1914 

Manufacturers of Self-Sticking Tape Products 
252 W. Welis Street, Milwaukee 3, Wisconsi 
Factory—Chippewa Falls, Wisconsin 


Kibo 


ANTI-CORROSIVE PAINI 


AY. eS 


LEAD & ALUMINUM. PAIN 
Simplify Maintenance 
Give Maximum Protection 


OAT AM 


NORTH ARLINGTON, N. J. 
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| Here’s How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as... 
®Stagnant Air ® Excessive 
Heat ®*High Humidity 
® Chemical Fumes ® Severe 
Smoke. 





MARTIN 
Utility 
EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes ... for 
commercial and light indus- 
trial uses. 


Sizes 24” to 72” Write for information. 


MARTIN Fan & Blower Co. 


4632 West 21st Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 


MODEL 


AIR-FLO 1555 


AUTOMATIC SHUTTER 


WEATHER SEALED 
leads the 
field in 
features! 


























There is every 
reason why you 
should use AIR- 
FLO shutters on 
your jobs. New 
heavy reinforce- 
ment strip adds 
strength and long 
life to the louvers, 
assures quiet operation and perfect counterbalance, 
prevents rattling. Aluminum louvers open fully, per- 
mitting capacity fan operation. Deep shroul protects 
shutter from high winds. Tie-rod, brackets and bear- 
ings inside frame, not exposed to weather. Special 
finish resists corrosion. Many other features. Write 
for illustrated catalog 42-B of the complete AIR-FLO 

















FRONT VIEW--CLOSED 








line. 


Air Conditioning Products Co. 
2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 

















‘THE PRESIDENT’ 


Just one of several beautiful 8 ft. models of our 


Cold Cathode Fixtures... 


TWO AND FOUR LIGHT 
INDUSTRIAL 8 FOOT FIXTURES 
ALSO AVAILABLE FROM STOCK. 


SEND FOR OUR NEW COLD CATHODE 
FIXTURE AND PARTS CATALOGUE. 





4,4 
SCirLled NEON SUPPLY CO. INC. 


BOX 2543, MEMPHIS 3, TENN. Phone 8-7112 
Neon and Lighting Headquarters in the South. 
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Be TUFACTURERS 


Check the features empha- O 
sized here, and you'll see why 
Signal Kitchen Vent Fans are popu- 
lar with the trade and customers 
alike...features that all point to 
more sales...a quality product 
priced to actually meet the demand 
for a kitchen necessity ... an item 
needed the year round. 


Beside the features shown here, 
opening and closing of the door 
with the handle starts and stops the 
motor—and opens and closes the 
shutters 


Find out more about Signal Kitchen 
Vent Fans. Write for catalog infor- 
mation now! 


TWO TYPES 
ADJUSTABLE 
6"-114" - 13” to 24” 
© 


10” 
QUIET TYPE 
FAN 


* 

MOTOR RUBBER 

MOUNTED-TOTALLY 
ENCLOSED 


= 
DOUBLE PROTECTION 
OUTSIDE SHUTTER; 


INSIDE DOOR 
° 


CAN BE INSTALLED 
IN NEW OR OLD 
HOMES! 


MENOMINEE 
MICHIGAN 











(OMKCTA 


UNIT FAN 
Solves Practically All 
Ventilation Problems 

casily 


Reed Unit fans are re- 


versible. The flip of a switch changes them 
from exhaust to intake — or vice versa. 


Easily fastened 


attachments make them 


ideal for practically any attic, window, or 
floor installation. Two simple hanging clips 
mounts fan on window or wall. Motors are 
high grade, heavy duty type. Sizes for prac- 
tically all demands. The finish is a tough 
durable Ivory enamel... Reed offers the 
most simple, profitable, complete ventilating 
svstem for dealers everywhere. 


Rear view of a Reed 
Unit Fan (with rear 
wire guard) showing 
simple, sturdy con- 
struction, and mount- 
ing ef motor. Write 
for catalogue showing 
various attachments 
and applicatons of 
this revolutionary 
fan. 


Here is a Reed Unit 
fan installation with 
the beautiful wind-o- 
vent attachment 
whereby intake air 
may be directed up, 
down, or straight, as 
desired by simply 
turning a knob 

Fan may also be used 
as exhaust by simply 


flipping the switch. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., 


New Orleans 8, La. 
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Adam Electric Co., Frank --_.__ 19 
Air Conditioning Products Co. 103 
All Plastic Mfg. Co. 69 
All-Steel Equip., Inc. * 
Aluminum Co. of America 
American Coolair Corp. —_-- 27 
An conda Wire & Cable Co., Inc. 17 
Anderson Brass Works, Inc. .. * 
Associated Business Papers -_.. 10 
Atlanta Electrical Agents’ 
10-Year Club 
Automatic Electric Heater 
Bs NING ict atenine taba 
Automatic Washer Co. 


Bar-Brook Mfg. Co. i 
B & C Metal Stamping Co. —_- &8 
Beacon Lighting Prod. Corp. __ 98 
Bendix Home Appliances, 
Fe eee 8 and 9 
Benjamin Electric Mfg. Co. ° 
Berlite Fixture Company 
Berns Manufacturing Co. 
Blackburn Prod. Corp., Jasper 9% 
Brady Co., W. H. - ace 102 
Briegel Method Tool Co. * 
Brown-Strauss Corp. ae: 
Buffalo Forge Co. —_~- * 
Bull Dog Elec. Products Co. _. 71 


C 


Carolina Industria] Plastics 
Corp.  .. " en 
Certified Fleur-O-Lier 
Manufacturers - 
Certified Starter Manufacturers 
Chance Co., A. B. : 
Chelsea Produts, Ine. ~ 191 
C. & H. Air Conditioning Co., 
Ine. ; Se ma 
Clark Controller Co. - 
Clark Water Heater Division 
Collyer Insulated Wire Co. 
Cornish Wire Co. 
Crescent Insulated Wire & 
Cable Co. SE SES 
Crouse-Hinds Co. — _~~-- 
Curtis Lighting, Inc. 


D 


D & M Mfg. Co., Inc. 
Day-Brite Lighting. Ine. 
Dreyfuss’ Sons, Jules J. 


E 


E. A. Laboratories, Inc. 
Economaster Sales Co., Inc. 
Efficiency Elec. & Mfg. Co. 
Electric Steam R-diator Corp. 
‘lectro Manufacturing Co. 
"lectromaster, Inc. - 58 and 
Emerson Elec. Mfg. Co. 


F 


Federal Elec. Co., Inc. ; 

Federal Electric Products Co. —- 

Fleischer, Thomas J. ~.-------- 

Fluorescent Fixtures of 
California ........ 


G 


Gedney Electric Co. 
General Electric Co., 
IED menaiimncicinpiven 
General Electric Co. 
(Insulating Material) 
General Electric Co., 
eS aes Fe 
Generel Electric Co. (Wiring 
Devices) ~.---.--..-. Bick Cover 
General Engineering & Design 


* 


* 


. 


(Home Appliances) 
Gibson Mfg. Co. __ ---- 
Graybar Electric Co. ..-- 


H 
Harco ‘Equipment Co. ~_....-.-- 80 
H-zard Insulated Wire Works -- 53 
Hedges Mfg. Co., Inc., M. M. __ * 
Helwig Company 1 
Hi-S-a'e Products Corp. ‘ 
Peart © Go. cocucsmeeneescoe 6 
Hunter Fan & Ventilating Co., 
BER ccc ccccwcnssce SORE Cover 
| 


Ideal Industries, Inc. r 92 
Ilsco Copper Tube & Products, 

Re nee ee 100 
Insulation & Wires, " 
Irvington Varnish & Insulator 


A  eentescsceuenteecosccos J 


66 and #7 


J 


Jones Metal Prod. Co. 


K 


Kearney Corp., James R. 
Krueger & Hudepohl 


L 


Lakewvod Engineering & Mfs¢ 
fo. — a = 

Landers, Frary & Clark 14 

Leader Elec. Mfg. Corp. 

Lightolier Co. - ais; 

ONE EEE 

Lithonia Lighting Products 


i ection painets 
Lowell Insulated Wire Co. 


M & W Electric Mfg. Co., 
Malleable Iron Range Co. 
Martin Fan & Blower Co. _- 
McGill Mfg. Co., Inc.--- 
McGraw tlectric Co. 
Mimar Products, Ine. 
Mitchell Manufacturing 
a bilplniibiodances 
Mobilite, Ine. —_- 
Mo-Bridges Corp. - 
Monarch Fuse Co., 


N 


National Electric Products 
Corp. _.-.. Inside 4 ror 


North American Elec. Lar 
Co. 7 


e) 


Okonite Co. 


P 

Penn-Union Electric Cort 
Pierce Renewable Fuses, In 
Proctor Electric Co. 

Pryne & Co., Inc. 

Puritan Lighting Fixture C 
Pyle-National Co. 


R 

Reading Electric Co., Ine 
Reed Unit Fans, Inc. 
Roll-A-Reel 

Royal Electric Co. 


S 


Sangamo Electric Co. 
Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 
Sherman Mfg. Co., H. B. 
Signal Electric Manufactu 
i: ection ‘ 
Sorgel Electric Co. —-~-- 
Southern Lighting Manufa 
ing Co. Ss a 
Sr--'e-Withington Co. (R: 
Division) bib 
Square D Co. ~~ Inside Ba 
Sta-Brite Fluorescent Mfg._ 
Standard Neon Supply Co., Inc 
Subox, Inc. -.----------- 
Sutton Corp., O. A. ---- 


T 
Trible’s, I 
Trumbull 


U 


United States Rubber Co., 
(Tape Division) ---- 

United States Rubber Co., | 
(Wire Division) 


Vv 


Virden Co., John C. 


W 


Wakefield Brass Co., F. W- 
W.s ingsouse Electric Corp 
(Appliances) 
Wesrtinvhouse Electric Co p 
(Lamps) 
Whitehead 
D 


Y 


Youngstown Sheet & Tube Co. 
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Here is a good reason for specifying 


Oguare DL CONTROL eenschnantal 


e Control centers permit low-cost grouping of starters 
in favorable locations. They offer the basic advantages 
of attractive appearance, compactness, easy installation, 
convenient maintenance and adaptability to future 
change or expansion. 

You get better performance in Square D Control centers 
because each of the basic advantages is greatly in- 
creased by the time-proved design and operation of 
Square D Starters plus the inherent value of Circuit 
Breaker protection. 

Call your nearby Square D Field Engineer for 
complete details. 


SQUARE J) COMPANY 


DETROIT MILWAUKEE LOS ANGELES 


SQUARE D CANADA, LTD., TORONTO, ONTARIO * SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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Fast construction demands conduit that’s made for speed. And, for real 
speed, you'll find General Electric flexible conduit hard to beat. It’s made 
to simplify and expedite construction work where time is a factor and 
flexibility is essential. Investigate General Electric flexible conduit for 
on-the-job speed. 
It’s Right for Speed on: 
Temporary wiring for construction projects 
Wiring machine tools, shop equipment, signs 
Wiring for light construction, and — in certain areas — houses 
and stores 
You Can Get It Now! 
There's plenty of General Electric flexible conduit at your nearest 
General Electric merchandise distributor's. 
Check These Features for Speed and Ease of Installation: 
No heavy bending ¢ No awkward equipment 


No threading « Nowaste ¢ No delays 


Let your General Electric merchandise distributor tell you more about 
construction speed with flexible conduit. Section C61-] 124, Appliance and 


Merchandise Department, General Electric Company, Bridgeport 2, Conn. 


| GENERAL ©)ELECTRIC 
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RACEWAYS ROUNDUP 


with your 








px 
0.0 
‘0.2’ 





Merchandise Distributor 










Available Now — General Electric S-type 





bar hangers are available now, to help 






you end the annoyance of handling a 






large assortment of 






hangers. The 






S-type bar hanger 






fits studding on 








centers up to 24 






inches, and can be shaped to fit un- 






usual places. 








Nonmetallic-Cable Connectors — Also 





ready for immediate delivery are 





General Electric = 







nonmetallic-cable 


connectors. Exclu- sonst 























sive locking flange 

slips into box me 
knockout easily a i 
from outside. Just insert cable and tight- 
en two screws. Fits all common types of 


PVX and BraidX.* 


For Lasting Protection to Wiring, remem- 
ber the two General Electric lines of 
rigid conduit: 
General Electric 
white, hot-dip 
galvanized for pro- 
tection from atmos- 
pheric corrosion, 
and General Elec- 
tric black, enamel-finished to fight off 


chemical attack. 


Any General Electric Merchandise Distrib- 
utor will gladly tell you more about the 
complete General Electric line of conduit 
products. Don’t hesitate to give him a 
call, whether you need materials or just 


plain advice. 









*Trade-mark Reg. U. S. Pat. Off. 














